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Major Medical heads our complete line 
of Group Accident & Health coverages. 
And every Group coverage generally 
available today is available through our 
301 offices coast to coast and Hawaii. 
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One of the Nation’s Strongest By Any Standard of Comparison 
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FAMILY GROUP POLICY 


CHECK THESE FEATURES: 


Permanent insurance—Not Term 

Ages Birth to 75 

Two or more members of family 

Full death benefit with D.I.—Age O 
Conversion up to 5 times—Not Compulsory 
Simple Application 

Quality Product for Quality Buyers 


This family group policy is the newest addition to our 
brand new kit of Life, A & H and Group Policies. 


OPPORTUNITY—For Direct Brokers, General Agents, Salaried 
Supervisors—In Ark., Colo., N. Dak., S. Dak., Hawaii, Ill., Ind., 
Ia., Kans., La., Minn., Mo., Neb., Okla., Ore., Utah, Wash. 


WRITE WYLIE CRAIG OR BEN TAYLOR, VICE PRESIDENTS 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 


KANSAS CITY 6, MISSOURI 
W. Ralph Jones, President 


FORTY-SECOND YEAR OF FAITHFUL SERVICE 
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State Regulation Is 
Success but Can Be 
Improved: Navarre 


Suggests Recodification, 
More Uniformity and No 
Extra State Control 


With the sword of federal regula- 
tions Suspended over it, those inter- 
ested in state regulations of insurance 
must inquire into its effectiveness, 
Commissioner Joseph A. Navarre of 
Michigan, president of National Assn. 
of Insurance Commissioners, told the 
insurance section of American Bar 
Assn. at that part of its meeting held 
aboard the Queen Elizabeth en route 
to London. 

Mr. Navarre stoutly defended regu- 
lation by the states, he pointed out 
many values in that system which the 
federal government cannot supply, and 
he went on to tell how he thinks the 
system may be improved—bettering of 
the basic law itself through recodifica- 
tion, adoption of unauthorized insurers 
service of process acts by all states, 
more uniform laws and administration, 
and avoidance of extra-state regula- 
tion. 

No business, operating in a highly 
competitive market, is as closely regu- 
lated by the states as the insurance 
business, Mr. Navarre stated. No sys- 
tem of regulation provides more effi- 
cient checks and balances and none is 
more sensitive to the public needs and 
wants. The states have taken the re- 
sponsibility seriously, he declared. Con- 
stant vigilance to protect and preserve 
the public rights and interests has 
been the rule. 

The insurance business itself con- 
tributes substantially. to the improve- 
ment of regulation and supervision, he 
said. The great majority of companies 
have recognized their responsibility to 
the public and voluntarily have adopt- 
ed policies and practices which are in 
the public interest. In other instances, 
the business has developed codes of 
ethical practices. Also, the companies 
have frequently cooperated with state 
insurance departments in formulating 
statutes and regulations designed to 
give the public the greatest protection 
possible. 

However, state regulations can be 





_ improved, he pointed out. Several of 
{ the states have recodified their insur- 
_ ance laws recently and others current- 
ly are in process of doing so. Adoption 
by all states of the unauthorized insur- 
ef service of process acts would pro~ 
vide the necessary legal media at the 
State level so that the public policy of 
the state whose citizens are directly 
affected can be enforced in the courts 
of other states. 

He added that an analysis should 
be made by regulatory authorities and 
the business of laws affecting multi- 
State operations of the business. In 
Many facets of regulation uniformity 
of law and regulation would be in the 
Public interest. 

He also urged review and analysis 
of administrative procedures by regu- 

(CONTINUED ON PAGE 3) 
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Centennial Celebration of NW Mutual Draws Cloud on Pension 
Record 2,400 Agents, Guests to Milwaukee Rights of Many Big 


By RICHARD J. DONAHUE 


The 77th annual meeting this week 
of Assn. of Agents of Northwestern 
Mutual Life proved to be the crown- 
ing event of the company’s many fac- 
eted centennial celebration. It drew 
some 2,400 agents and their guests to 
Milwaukee where they enjoyed a well- 
executed and varied program that 
ranged from aé sprightly centennial 
pageant, “Shadow of a Giant,” to an 
interpretative address by Edmund 
Fitzgerald, company president. 

The unusually large turnout of 
agents and guests—obviously attract- 
ed by the centennial year celebration 
—surpassed by great number the pre- 
vious attendance record of 1,800 set 
last year. A grand total of some 2,800 
persons, including home office per- 
sonnel, were on hand for fhis year’s 
dinner-dance Tuesday night in the 
Milwaukee auditorium, reportedly 
making it the largest group ever to 
sit down together for a banquet meal 
in the history of Milwaukee. 

“Shadow of a Giant” was a musical 








John O. Todd 

New officers of Assn. of Agents of 
Northwestern Mutual Life are John 
O. Todd, Chicago, president, succeed- 
ing G. Wendell Dygert, Fort Wayne; 
Other officers elected include John R. 
Mage, Los Angeles general agent, Ist 
vice-president: Dennis E. McTigue, 
Fort Dodge, Ia., 2nd vice-president, 
and Lester A. Wilbert, Milwaukee, con- 
tinuing as secretary-treasurer. 

On thé executive committee are Ed- 
win K. Chapin, New York City; F. B. 
Donovan, Peterborough, N.H.; Joseph 
S. Baldwin, Washington, D. C., and 
John M. Law, Atlanta general agent. 


G. W. Dygert 





drama climaxing the company’s cen- 
tennial observance. It featured about 
175 company employes. Only the or- 
chestra and a few members of the 
cast were professionals. A Milwaukee 
Journal critic applauded the show of 
the century-old life insurer as unusual 
risk which proved itself actuarially 
sound. 

A second significant centennial fea- 
ture was the presentation by the 
agents association of a permanent 
memorial plaque to the home office. 

Official opening of the meeting got 
under way Monday morning at the 
Riverside theater in downtown Mil- 
waukee. Presiding at this opening ses- 
sion was G. Wendell Dygert, outgoing 
president of Assn. of Agents. From 
Fort Wayne, Mr. Dygert treated his au- 
dience with an almost inexhaustible 
supply of Hoosier humor. 

“To Our Future” was the topic of 


President Fitzgerald, lead speaker at 
the opening session. Before his search- 
ing look to the future, Mr. Fitzgerald 
briefly outlined the goals of the cen- 
tennial celebration and reported on 
today’s business. “As you know,” he 
said, “our goal was not to enchant 
ourselves and a few others with recol- 
lections of past glories and encomiums 
of past leaders. We have wanted to 
restate those principles which have 
given us distinction to the extent that 
they continue in our best judgment 
to offer the promise of superiority, to 
reaffirm our belief in them. Among 
the basic ones are a low cost quality 
product offered by an agent who earns 
unusual tangible and intangible re- 
wards through a skillful and intelli- 
gent use of this product, and through 
rendering a high degree of personal 
service to the kind of buyer who needs 
and appreciates just that.” 

In his report on Northwestern’s 
business, Mr. Fitzgerald said: “To all, 
and particularly the leaders, go our 
congratulations for the amazing agents’ 
year and for your success in carrying 
our insurance in force to $8.6 billion 
at this moment. 

“Mortality experience in 1957 is ex- 
cellent; it is running at about the 

(CONTINUED ON PAGE 13) 








June Life Sales of 
$5,545,000,000 Set 
New Mark for Month 


Life insurance sales in June totaled 
$5,545,000,000, up 26%, and set a new 
record for the month, according to 
LIAMA. Ordinary life sales also set 
a new mark for June by totaling $3,- 
728,000,000, up 26% too. 

Group life sales established a third 
June record by totaling $1,296,000,000, 
up 48%. This represented new groups 
and not additions under existing con- 
tracts. Industrial life sales totaled $521 
million, down 7%. 

Life insurance sales in the first six 
months totaled $32,667,000,000, up 29%, 
to set a first-half record. Ordinary 
sales also set a first six months mark 
by totaling $22,063,000,000, up 29% too. 
Group set a third first-half record by 
totaling $7,396,000,000, up 49%. Indus- 
trial sales of $3,208,000,000 were down 
2%. 

LIAMA’s figures did not 
credit life sales. 


include 





Fla. Approves Bluegrass, 
American Heritage Merger 

Approval has been given by Com- 
missioner Larson of Florida for the 
merger of Bluegrass Life of Covington, 
Ky., with American Heritage Life of 
Jacksonville, Fla. Mr. Larson held that 
under the merger agreement, Ameri- 
can Heritage had assumed and rein- 
sured all obligations of the Kentucky 
company. The merger had previously 
been approved by the Kentucky de- 
partment. 


Writers: Ostheimer 


Former Chairman of MDRT 
Urges Legislation to 
Remove Present Question 


By ROBERT B. MITCHELL 


PHILADELPHIA—Leg isla tion 
should be sought promptly in Con- 
gress to clarify 
the presently am- 
biguous status of 
many of the larger 
life insurance pro- 
ducers under their 
companies’ retire- 
ment plans, ac- 
cording to A. J. 
Ostheimer 3rd, 
agent of North- 
western Mutual 
here and a former 
chairman of the 
Million Dollar 





A. J. Ostheimer 3rd 
Round Table. 


He said it seems surprising that 
there has been no concerted action or 
even any public discussion on the part 
of the life companies in connection 
with this situation. 

Mr. Ostheimer is convinced that 
many producers who believe they are 
covered under their company plans 
may be shocked to discover that they 
don’t qualify because the internal rev- 
enue code permits inclusion only of 
agents who are statutory employes as 
defined for social security purposes. 
The social security definition says that 
“an individual shall not be included 
in the term ‘employe’ under the pro- 
visions of this paragraph if such in- 
dividual has a substantial investment 
in facilities used in connection with 
the performance of such services (oth- 
er than in facilities for transporta- 
tion}. ... 7 

It is Mr. Ostheimer’s estimate that 
perhaps 10% of ordinary agents who 
think they are covered under quali- 
fied retirement plans are really ex- 
cluded and that virtually none of the 
new agents joining such plans are 
aware of the problems they poten- 
tially face because of the “substantial 
investment in facilities” provision and 
because of restrictions contained in 
letters of determination issued by dis- 
trict directors of internal revenue. In 
fact, he says, many companies have 
not even bothered to have their plans 
qualified, since such qualification is 
not needed for income tax expense 
deduction purposes as it is with an or- 
dinary corporation. 

Since so many agents have what 
might logically be regarded as sub- 
stantial investments in facilities, Mr. 
Ostheimer points out that it is only 
being realistic to assume that they 
will lose the following benefits under 
a typical agents retirement plan un- 
less the law is changed or a favorable 
ruling is obtained from the Internal 
Revenue Service: 

1. Income tax exemption on the 

(CONTINUED ON PAGE 3) ’ 
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INDIANAPOLIS LIFE’S 1957 WINNERS 


Indianapolis Life fieldmen have an outstanding quality record as shown by our 
high percentage of NQA winners. Our hearty congratulations to each one of them. 


C. H. Barthel A. L. Hodgson Curt McClelland Ruth Russell 





Beers Denies Group 


Curbs Are Needed 


to Rescue Ordinary 


Addressing the Aetna Life “region- 
naire” meeting at Whiteface, N. Y., 
President Henry 
S. Beers decried 
the belief that 
legislation is need- 
ed to stop the 
growth of group 
insurance before 
it crowds the or- 
dinary _ business 
out of existence. 

He attacked the 
view that pictures 
the rise of group 
insurance as “the 
cancerous growth 
of mass selling” and declared that 
such an attitude can only arise from 
“an unfortunate unfamiliarity with 
group insurance, how it is sold, and 
how it works after being sold.” 

Mr. Beers asserted his strong belief 
in low maximum limits of group life 
insurance and said he regretted that 
“high limits are becoming popular and 
are being demanded by group insur- 
ance purchasers.” He pointed out, 
however, that his reasons for favoring 
low group life limits did not include 
a belief that the field of ordinary sales 
needs to be protected by legislation or 
other mandatory rules against the 
competition of group life insurance. 





Henry S. Beers 


Mr. Beers admitted that there have 
been instances where group insurance 
caused ordinary policies to be dropped 
and where it decreased the amount of 
ordinary that could have been sold, 
but pointed out that these cases con- 
stitute “a small minority of any 
agent’s prospects and clients. The ag- 
gregate effect of group sales as a part 


insurance itself. Our greatest compet- 
itor is not other life insurance but the 
prospect’s tendency to spend his in. 
come on things other than life in. 
surance.” 
a o e 

Mr. Beers was optimistic about the 

future of the ordinary life insurance 


business which, he said, ‘may be on 


the threshold of a period of great 
growth and prosperity. The American 
public has become widely convinced 
that nearly everybody should carry a 
substantial amount of life insurance 
and, in each succeeding decade, it be. 
comes possible to raise the sights of 
the public regarding what may con. 
stitute an adequate life insurance pro- 
gram.” 

I. F. Cook, vice-president group di- 
vision, said the best opportunities for 
Aetna Life producers in the group 
field are in writing miniature group 
plans, major medical and comprehen. 
sive plans, group life with paid-up 
values, and group annuities. 

Considering the thousands of small 
businesses, Mr. Cook said the prospects 
for writing miniature group are al- 
most limitless. Referring to major 
medical, he stated that “few develop. 
ments in the employe benefits field 
have caught the imagination of man- 
agement, unions, employes and _ the 
public so quickly.” He pointed out 
that group paid-up coverage, pio- 
neered by Aetna Life 15 years ago, 
is “group insurance in its most mod- 
ern and permanent form.” 

The Whiteface meeting was the fi- 
nal convention in a series of four re- 
gionals. 


Life of Ga. Featured 


Industrial Development magazine 
of Atlanta for July contains a feature 
article on “Operation Facelift,” which 
describes Life Georgia’s program of 
putting 127 district offices in modern, 
well-situated buildings. Life of Geor- 
gia’s buildings are constructed on a 
uniform plan. In appearance they are 

















J. C. Bryson W. G. McClelland Peter Scaffidi 

Don Schlundt 
Lloyd Sellers 

M. J. Shanley 
Kenneth Sheppard 
R. E. Sheppard* 
Kenneth Steiner 
Edward Stevens 
C. A. Stuckey 
John Wertz 


L. M. Carr* 
F. H. Davis* 


Finck Dorman* 


E. K. Druart 
G. E. Fairfield 


Russell Farmer 


H. M. Fleenor 
E. F. Hall 
Marion Henry 


Ernest Herzog* 


Water H. Huent, President 


Harry Huston 

C. B. Ingram, Jr.* 
D. R. Johnson* 
Nate Kaufman* 
M. A. Kennedy 


E. J. Mincks 
R. A. Mitchell 
Lloyd Mitten 
Doyal Plunkitt 


Sam Kiefer W. H. Plymate 
A. M. Klinefelter E. Lowell Rife 
G. R. Lambert W. E. Rogers 

James B. Lee Joe Rowekamp 
W. A. Long: E. T. Russell* 


*Qualified for 10 years or longer 


ARNOLD Bere, C. L. U., Age 


ncy Vice-President 


INDIANAPOLIS LIFE 


AGENCY OPPORTUNITIES in 





INSURANCE COMPANY 
Mutuval—Established 1905 


Fla., Ind., lowa; Ky., Mich.. Minn 


INDIANAPOLIS 7, INDIANA 


Mo., Neb..N.D., Ohio, $.D., Texas, Wis 















































current 
protectio 
tribution 
small. R 
year hel 
ance ar 
premium 
are taxa 
employes 
2. Incc 
pany CO! 
tirement 
the agen 
entitle hi: 
3. Capi 
lump sun 
4. Esta 
utions at 
“In ad 
would ap 
ical unce! 
tion of i 
due them 
retiremen 
cidence o 
commente 
remedies: 
1. A co 
employes 
such. Hov 
agents w«¢ 
an arrange 
2. The | 
“employe” 
propriate | 
“Since i 
ent langua 
ficulty wa 
general a; 
since these 
far remov 
surance sé 
we cannot 
groups sho 
cluded, thu 
of the socié 


of total life insurance selling has been = pracenge aR — . z solely and 
in the direction of helping to persuade 11S 9WP specifications adapted 0% agents as | 
the American public of the value of a ‘¢,Site. ‘Idi “In short, 
: Pp sgl “ Of the 66 buildings used exclusively ited ff 
substantial program of life Insurance.” for district offices, 50 are owned by § Cérted effo 
“Group insurance and ordinary in- the company. The other 16 were built § life insuran 
surance are complementary,” Mr. to company specifications and leased | up to this 
Beers said. “The popularity of one to the company by private owners. § find a legis! 
does not detract from the popularity Eight ae Fe — in 125 3. In the 
of the other. On the contrary, the ef- ee eee - rented space it J impossible 
fect is cumulative—because the grow- -- legislation, 
ing popularity of either group or or- New American Life of Billings | Psible to 
dinary adds to the popularity of life Mont., has received its charter. ed ne 
—- Ss which © 
e i i hess and ur 
Results for First Six Months Given present. sitt 
Percentage of business written under the family plan and percentage of total rea of di 
business in force accounted for through the pre-authorized check method are to gee ws 
shown, where significant, in footnotes for companies offering these features. not pee 
- 107 mi 5 1957 1986 “If this \ 
‘ew Life ew Life In Force In Force 
Ins. Bus. Ins. Bus. Increase Increase could then | 
$ agent group: 
Acacia Mutual 88,106,801 78,664,742 39,404,876 38,215,068 | would th 
rome : en 
usiness Men’s Assurance... 168,932,951! 137,590,350! 86,570,575 69,825,107 ticipate j 
Cal.-Western States .............. ww. 123,105,375? 67,672,990 107,413,525 45,278,930 pate in 
Connecticut Mutual Life «. 228,454,008 216,431,354 151,234,135 142,988,972 many compz 
Fidelity Mutual Life .........cccccccsssn 60,657,192 56,821,488 37,284,742 36,660,686 © gro ld 
Franklin Life 329,276,910 305,156,524 166,324,204 183,363,652 P cou 
Home Life 121,685,267 102,711,024 81,894,259 72,523,572 | arate non-qi 
Liberty Life 62,447,591>* 59,995,099» 32,330,099 26,154,93 | sation plan 
Life of Atlanta 60,000,330¢ 47,843,556 29,021,624 22,679,062 plans 
Life of Virginia 82,617,8054+ 89,551,963 34,058,138 42,266,653 | Would not b 
London Life of Ontario voce 292,976,344 253,479,612 208,320,166 212,016,70 | tion over-all 
Manhattan Life : 107,879,360° 88,316,935! 85,375,288 73,294, ‘oA 
Minnesota Mutual Life ........ccccccssseeessee 111,365,946¢ 113,737,002 ,357,683 66,754,357 | Qualified pl. 
Monumental Life... 74,840,000 61,698,000 30,100,000 26,850,00 | fae a reas 
Ohio National Life 67,911,686¢ 68,134,351¢ 32,164,399 39,701.98 | 4, 
Pan-American Life . 93,120,3615 75 281,451 57,003,453 621,405,958 | %€ able to 
Paul Revere 49,099,885! 53,481,133¢ 36,913,628 40,538,891 | ingly.” 
Phoenix Mutual Life... 147,628,757 102,129,304 103,503,245 64,722,443 0: 
Protective Life 52,288,054 38,256,650 44,101, 36,851,670 nly a fe 
Republic National Life 0... 307,411,036} 189,735,614 183,419,473 114,926,940 | present defi 
State Farm Life ......... 136,048,061 99,941,603 91,456,225 59,023,173) aig 
Union Central Life 147,773,322 135,569,620 90,294,740 85,399,372 es from 
United Benefit Life 109,706,0375+ 95,988, 1082 29,408,280 —86 474,467 > Plans “are 
West Coast Life ..  28,697,649h 24,219,870 14,993,554 17,854,032 lessness of + 
Revivals and increases am to: 1$11,864,046, $5,230,366; 2$24,328,607; °$32,732,193, $19,959,699; 
4$6 470,327; °$3,538,210. Osthei 
ee $25,106,260 decrease in insurance in force because of change in exchange rate in lieve. per 
Colombia. : 
Pre-authorized check percentage: 94%, 4%; 6.34% and 4.93%, calculated on ordinary in force Present situ 
only; ‘5%; dstarted in July, 1957; ©.29%, .18%; 1.7%, 1.6%; 5.9%, 4.3%; 2%. ered by th 
Family plan accounted for: *6.23%, not written before Jan. 1957; +to be issued Sept., 1957; going to di 


tjust started, figures not available. 








6, 1957 


— 








compet- 
but the 
his in- 
life in- 


out the 
surance 
r be on 


f great! 


merican 
nvinced 
carry a 
surance 
, it be. 


ghts of) 


1y con- 
ice pro- 


oup di- 
ties for 

group 
» group 
prehen- 
paid-up 


f small 
rospects 
are al- 

major 
evelop- 
ts field 
f man- 
nd the 
ed out 
e, pio- 
Yrs ago, 
t mod- 


the fi- 
our re- 


agazine 
feature 





Domina woah Ob ae inwe 
RBSSSeSsZaeues 
pegesy 


aZ3 


,959,699; 
rate in 
in force 


t., 1957; 


tah 


Ssaessee 





July 26, 1957 


LIFE INSURANCE EDITION 


3 








Cloud on Pension Rights 
of Many Big Writers: 
Corrective Laws Urged 


(CONTINUED FROM PAGE 1) 
current cost of group life insurance 
protection, though the company’s con- 
tribution to such insurance is normally 
small. Revenue ruling 56-400 of last 
year held that group term life insur- 
ance and hospitalization insurance 
premiums paid on behalf of salesmen 
are taxable to salesmen who are not 
employes. 

2. Income tax deferment on com- 
pany contributions made to the re- 
tirement fund after the point at which 
the agent’s age and years of service 
entitle him to vesting. 

3. Capital gains treatment of any 
lump sum distributions upon death. 

4. Estate tax exemption on distrib- 
utions at death. 

“In addition, this group of agents 
would appear to face a somewhat crit- 
ical uncertainty regarding the imposi- 
tion of income taxes on all benefits 
due them on and after their normal 
retirement dates, regardless of the in- 
cidence of payments,” Mr. Ostheimer 
commented. He suggests these possible 
remedies: 

1. A company could treat agents as 
employes and contract with them as 
such. However, many companies and 
agents would want no part of such 
an arrangement. 

2. The social security definition of 
“employe” could be amended by ap- 
propriate legislation. 

“Since it seems likely that the pres- 
ent language which is causing the dif- 
ficulty was adopted with an eye on 
general agents and/or brokers, and 
since these groups would-seem to be 
far removed from ‘full-time life in- 
surance salesmen’ in the real sense, 
we cannot quite understand why these 
groups should not be specifically ex- 
cluded, thus permitting an amendment 
of the social security definition to deal 
solely and properly with full-time 
agents as such,” said Mr. Ostheimer. 
“In short, we feel that no really con- 
certed effort has been made by the 
life insurance industry either to face 
up to this problem or to attempt to 
find a legislative solution.” 

3. In the event it actually becomes 
impossible to develop the answer by 
legislation, “we believe it would be 
possible to persuade the social secur- 
ity and Treasury people to issue rul- 
ings which would eliminate the vague- 
ness and uncertainties inherent in the 
present situation so that fairly clear 
lines of distinction could be drawn 
between agents who would be deemed 
to be employes and agents who would 
not. 

“If this were done, separate plans 
could then be established for the two 
agent groups in a company. One group 
would then clearly be eligible to par- 
ticipate in a qualified plan such as 
Many companies now have. The other 
group could then be covered by sep- 
arate non-qualified deferred compen- 
sation plans. While this latter group 
would not be in as favorable a posi- 
tion over-all as those covered by the 
qualified plan, at least they would 
faee a reasonably certain future and 
be able to make their plans accord- 
ingly.” 

Only a few of the agents whom the 
Present definition of “employe” ex- 
cludes from coverage under company 
Plans “are fully aware of the hope- 
lessness of their present position,” said 
Mr. Ostheimer. “A lot of those who 
believe—perhaps correctly, in their 
Present situations—that they are cov- 
ted by their companies’ plans are 
ing to disqualify themselves grad- 


ually in the years to come because 
they are growing and are expanding 
their facilities. What will be the effect 
on agents who are now really partici- 
pants in a qualified plan if the gov- 
ernment claims that their companies’ 
contributions (and interest on the 
agents’ own deposits) after their vest- 
ing points have been reached must be 
treated as taxable income to the agents 
in the year when their companies set 
aside these funds?” 

Mr. Ostheimer’s position is that the 
corrective legislation he seeks is en- 
tirely reasonable and should have a 
good chance of being enacted. He dis- 
agrees with some of those who have 
looked into this situation and believe 
the matter should be left in abeyance, 
since the Internal Revenue Service 
has not been causing the kind of trou- 
ble he describes. He points out that 
the mere fact that such penalties have 
not been imposed thus far is no guar- 
antee whatever that they may not be 
invoked later, when it is too late to 
do anything about changing them. 





Hoosier Sues Employer, 
Claims He Was Fired 
for Not Buying Blue Cross 


A case test of the validity of corpo- 
ration-union contracts requiring em- 
ployes, as a condition of employment, 
to subscribe to and pay premiums on 
hospitalization and medical expense in- 
surance is to be decided in the court 
of Indiana. 

The plaintiff, Clyde Rohm, Auburn, 
Ind., alleges he was fired in 1955 from 
his job at Dana Corp., Auburn, because 
he refused to subscribe to so-called 
Blue Cross insurance written by Mu- 
tual Hospital Ins. Co. 

Mr. Rohm claims damages of $10,000, 
and seeks triple damages for a judg- 


ment of $30,000 and attorney fees of 
$3,000. 

The case is based on an allegation 
that the defendant, Dana Corp., im- 
peded commerce between its employes 
and all insurance companies writing 
hospitalization and medical insurance, 
except Blue Cross, and prevented the 
plaintiff, Mr. Rohm, and other em- 
ployes from engaging in commerce 
with other such insurance companies. 

The suit originally was filed by Mr. 
Rohm in De Kalb circuit court at Au- 
burn, but recently was removed to a 
federal court for the northern Indiana 
district at Fort Wayne at the request of 
the defendant. 


New York City Assns. 


to Move Office Sept. 3 


The office of New York City Assn. 
of Life Underwriters and Life Man- 
agers Assn. of Greater New York will 
be moved from 237 Madison avenue 
to room 1501, 185 Madison avenue, 
New York 16, on Sept. 3. 

The new office, located at the corner 
of 34th street, will be larger than the 
present setup and will include a room 
for board meetings. The telephone 
number will remain the same. 

Arthur L. Sullivan, general agent of 
Fidelity Mutual and president of the 
agents’ association, has appointed Ber- 
nard A. Haas, general agent of Man- 
hattan Life, to work with Jack R. 
Manning, managing director of the 
associations, on alterations and deco- 
rations for the new quarters. 








Zone IV to Meet at Chicago 


The meeting of zone 4 of National 
Assn. of Insurance Commissioners has 
been scheduled for Sept. 30-Oct. 1 at 
Chicago. The eight states in the zone 
are TIllinois, Michigan, Minnesota, 
North Dakota, South Dakota, Iowa, In- 
diana, and Wisconsin. 
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One of the Nation’s bil- 
lion-dollar companies, 
® with more than 500 Field- 
° men in Kentucky alone, 
° serving each of the State’s 
120 counties. 


HOME OFFICE: 


Commonwealth Building 
; Louisville 


The Tallest, Finest Office 
Building in Kentucky 


Mutual Benefit to Hold 
Annual Field Meeting 
Aug. 14-17 in W. Va. 


Mutual Benefit Life will hold its an- 
nual meeting for agents and general 
agents Aug. 14-17 at the Greenbrier 
in White Sulphur Springs, W. Va. The 
program will be based on company 
developments in the last 30 years. 

Speakers will include President H. 
Bruce Palmer; Charles G. Heitzeberg, 
vice-president in charge of agencies; 
Solomon S. Huebner, president emeri- 
tus of American College; Kenneth Mc- 
Farland, educational consultant for 
General Motors; home office execu- 
tives; a panel of Million Dollar Round 
Table members; leading general agents 
and agents. 

Tribute will be paid to agents with 
more than 30 years’ service. Squab 
Club supervisors, and CLUs will hold 
breakfast meetings. Various insurance 
topics, including group, will be dis- 
cussed. New agents will describe the 
pattern or early success. H. Douglas 
Palmer, director of agencies, will be 
chairman of the meeting. 





State Regulation Is 


Success, Says Navarre 
(CONTINUED FROM PAGE 1) 
latory agencies to improve and perfect 
the system of regulation. The activities 
of any NAIC should be extended to 
include law and procedure clinics in 
selected fields of regulation. The insur- 
ance section of American Bar Assn., 
he said, might well sponsor legal in- 
stitutes on insurance regulation. The 
philosophy underlying the work of 
ABA in connection with the study of 
conflict of laws should be applied to 
insurance law. He urged the insurance 
section to be more vigorously affirma- 
tive in this, the field of regulation, and 

in other areas. 

He cautioned that the competitive 
system, which gives rise to new poli- 
cies and new practices which require 
control—a healthy process—sometimes 
lead to competitive practices which re- 
quire governmental restrictions. The 
state insurance departments must be 
alert to see that the public as well as 
the business gets the kind of protection 
it is entitled to in a changing economy. 

Mr. Navarre believes there are a 
number of areas in insurance where 
the problems of the states are essen- 
tially similar and where there should 
be uniform laws and administration. 
This wi'l help provide better protection 
to the public and reduce the problems 
of companies doing a multi-state busi- 
ness which are sometimes needlessly 
harrassed by requirement of complying 
with varying laws and administration. 
There should be a consequent reduc- 
tion in the cost of doing business which 
would be for the benefit of the insur- 
ance buying public. 

Also, he said, to the extent possible, 
states should seek to avoid extra-state 
regulation. Each state must protect its 
own citizens, and in doing so it is 
sometimes necessary to control acts 
which take place beyond the state’s 
border. But, Mr. Navarre believed, the 
state should be careful to go no further 
than necessary to protect its interest. 
Each state should avoid extra-terri- 
torial regulations which bear no close 
relationship to those interests in fact. 
Otherwise, the state imposes unneces- 
sary hardships on companies as well as: 
impinges on the rights of other states. 

He warned that if state regulation 
falters, the people may decide that the 
federal government should undertake 
insurance regulation. He does not be- 
lieve this will happen, but avoiding it 
requires the best efforts of all. 
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CLU ‘Task Unit’ to 
Scan Study Material 
to Keep It Practical 


A “task unit’ to match theory with 
practice in American College’s new 
agency management education pro- 
gram has been appointed to work with 
Thomas J. Luck, director of manage- 
ment education. 

This new editorial advisory com- 
mittee, with Mr. Luck as chairman, 
is divided into six sections, each of 
which will act as a “watchdog” in a 
specific subject area with the respon- 
sibility of measuring up study materi- 
als with the yardstick of realism. 

W. Eugene Hays, general agent for 
New England Life in Boston, is chair- 
man of the management education 
committee of American College, and 
recently announced the membership 
of the new group, which is actually 
a subcommittee of the management 
education committee. 

Members will be given the job of 
reading texts and study materials, ap- 
praising them with respect to the way 
they gear in with the actual daily 
problems of the job of the manager, 


and making suggestions for change. 

“The revised and expanded program 
of education in agency management 
is being developed with care,” says 
Mr. Luck, “and those responsible for 
it are going to great pains to make 
certain that the program stresses prin- 
ciples of management which help the 
agency manager in the field and the 
home office to do a more effective job 
of planning, organizing. and control- 
ling his work. Members of the new 
task unit have consented to work with 
us in building a substantial program 
of real value.” 

A specific set of questions will be 
supplied to each member of the new 
group at the time text materials are 
given to him,.and he will be asked to 
complete his evaluation by a specific 
date. 


LUTC Names Carter 


Life Underwriter Training Council 
has appointed Warwick M. Carter ad- 
ministrative assistant to the headquar- 
ters staff with primary duties in the 
training department. He began his ca- 
reer with Acacia in 1949 and has been 
with Penn Mutual at Washington since 
early 1955. 


H. G. Keene Is NALU 


Business Manager 


WASHINGTON—Herbert G. Keene 
of Summit, N.J., formerly life insur- 
ance management 
consultant for 
Remington Rand, 
has joined Na- 
tional Assn. of 
Life Underwriters 
as business man- 
ager. 

Lester O. Schri- 
ver, managing di- 
rector of NALU, 
pointed out that 
Mr. Keene’s ex- 
perience “will be 
of exceptional 
help in planning the layout of our 
new building for maximum efficiency 
and convenience.” 

While with Remington Rand, Mr. 
Keene handled a number of important 
assignments, including internal organ- 
ization, methods and procedures stud- 
ies and office layout. Before that he 
was controller of United States Life 
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Now... the more life insurance you buy 


the less you pay per thousand ...with 


4.-DIMENSIONAL 


Premium Rates 


The 


Lincoln National’s new 4-Dimensional life 
insurance rates are based on age, plan, insura- 
bility, and amount of insurance. The more you 


buy, the less you pay per thousand. 


These new 4-Dimensional premiums are an- 
other reason for our proud claim that LNL is 


geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 








and resident manager for the public 
accounting firm of Stagg, Mather & 
Hough, in charge of the home office 
audit of Prudential. He also has had 
experience as an _ imsurance’ ex- 
aminer for Maine, Vermont and New 
Hampshire, as a member of the staff 
of Joseph Frogatt & Co., Inc., insur- 
ance auditors and consulting actuaries, 
Mr. Keene began his business career 
with Mutual of New York. 


Old Line Life Holds 


Annual Convention 


Old Line Life of Milwaukee recently 
held its annual convention for qualify- 
ing agents at the Wagon Wheel, Rock- 
ton, Ill., with three mornings devoted 
to business sessions and afternoons to 
social and sports activities. 

At the opening session, with Vice- 
president F. D. Guynn presiding, M. F, 
Ryan, company president, extended 
greetings and congratulations and 
spoke briefly on the records estab- 
lished by Old Line Life and the indi- 
vidual agencies during the past year, 
Underwriting activities were covered 
in a talk by E. W. Beresford, assistant 
secretary. 

Guest speaker at the first session 
was A. Jack Nussbaum, Milwaukee, 
president of the National Assn. of Life 
Underwriters who delivered his talk on 
“Selling Requires Skill.” 

The Star Leaders club was featured 
at the evening dinner. N. D. Hempe, 
Milwaukee, was chairman of the even- 
ing as president of the club, which 
office he has held four times. New club 
members were installed and presented 
with their insignia, while several 
agents received their diamond pins. Al- 
fred J. Gutman, Chicago, was installed 
as the new club president, Mr. Hempe 
as 1st vice-president, and J. E. Clifford, 
Milwaukee, 2nd vice-president. 

F. S. Talbot, superintendent of agen- 
cies, was chairman of the second ses- 
sion at which J. D. Banks, general 
agent at Appleton, Wis., spoke on “The 
Other Reason;” Sy Manix, Eau Claire, 
Wis., on “Selling Split Dollar,” snd 
Fred Reynolds, Milwaukee, on “Guide 
Posts to Business Insurance.” 

The closing day heard Glenn R. 
Fouche of Parade Publications speak 
on “Dramatize Your Selling.” The 1958 
meeting will be held at the Grand ho- 
tel, Mackinac Island, June 29-July 2. 





Illinois Insurer Holds 
Outing in Minnesota 


The largest president’s club outing 
in the 10-year history of the event was 
recently concluded by Fidelity Life As- 
sociation of Illinois at Hamilton Lodge, 
Park Rapids, Minn., where 15 district 
managers and state supervisors who 
qualified for the outing focused their 
attention on the company’s drive to 
achieve the $100 million of insurance- 
in-force mark by the end of this year. 

Wives of the qualifiers were guests 
at the week-long all-expense-paid ex- 
cursion. The official party was headed 
by William H. Rothermel, vice-presi- 
dent. 


Pa. Kills Assn. Group Bill 


HARRISBURG—Gov. Leader has 
vetoed a bill that would have permitted 
issuance of group life policies to asso- 
ciations of employers on behalf of 
members. He said the effect of the bill 
would be to establish a new employe 
group of very large proportions which 
would conceivably include employe 
groups already covered by group poli- 
cies. 








Surety Life of Salt Lake City is 
now in full operation in its new, six- 
story, $1 million home office building. 
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Higher Living Standards Mean Greater 
Values Needing Coverage: Zimmerman 


President Charles J. Zimmerman policyholders, or between policyhold- 
told the Connecticut Mutual Leaders ers and beneficiaries, or between class- 
Round Table es of policyholders.” 
meeting at Lake Under the chairmanship of E. A. 
Placid, N.Y., that Starr, assistant agency vice-president, 
the future is the 3-day program included panels and 
speaking in “very open forums on business insurance, 
unmistakable, en- employe plans and the estate tax ap- 
couraging, opti- proach. 


Besides the participating agents, as- 
sisting in the discussions were Mr. 
Starr and Assistant Counsel Ralph J. 
Chittick and Paul A. Hoeffer. 

Agency Vice-president Raymond W. 
Simpkin, congratulating members on 
their accomplishments, cited compara- 
tive figures to illustrate growth of the 
Round Table since it was founded nine 
years ago. He asserted that the growth 
of the Leaders Round Table and the 
record of accomplishment of its mem- 
bers as attesting to the soundness of 
the agency system not only in distrib- 
uting life insurance most effectively, 


but also in building successful career 
agents. 

Guest speaker was Eugene M. Thore, 
general counsel of Life Insurance 
Assn. of America, who talked on 
“What’s Happening in Washington.” 





Bankers Life of Iowa—One hundred 
fifty-two salesmen have qualified for 
the 1956-57 President’s Club, the top 
honor sales organization of Bankers. 





Union Life of Richmond has entered 
North Carolina, the first time it has 
extended its operations outside of Vir- 
ginia. 





mistic terms” to 
life agents. 

“The future is 
saying that life 
insurance, person- 
al insurance, or- 
dinary insurance, 
is more needed for 
more reasons by more people who are 
more capable of owning it than has 
ever before been true in the history 
of our business,” he said. 

“When I went into this business 30 
years ago, life insurance was still be- 
ing bought by most people as a clean- 
up fund. Just think of where we’ve 
come since then! At this meeting 
weve had three excellent panel ses- 
sions on complex business insurance, 
pensions, estate planning—problems 
we hardly heard of three decades ago.” 

Pointing to evidence of higher liv- 
ing standards on all sides, Mr. Zim- 
merman asserted that people have a 
greater stake in maintaining their 
standards of living, which means great- 
er need for guaranteed income for the 
future and more respect for future 
income than ever before. 

Calling attention to the anticipated 
$15 billion increase in personal dispos- 
able income this year, Mr. Zimmer- 
man warned that despite all the talk 
about prosperity, “people are still not 
successful in accumulating any appre- 
ciable estates except through life in- 
surance,” and cited a Federal Reserve 
Board study that revealed 65% of the 
American people have less than $1,- 
000 of liquid assets. 

“They need what you have,” he told 
the agents. “Don’t forget that people 
should buy life insurance not only to 
insure against death and disability and 
dependency, but also to insure against 
their own weakness of not saving 
enough, long enough and_ wisely 
enough.” 

Briefly outlining mutual responsi- 
bilities of the company and its agents, 
Mr. Zimmerman pledged continuing 
efforts on the part of management to 
maintain optimum balance between 
net cost, contract provisions, commis- 
sions and underwriting. 

“Your company has spoken for the 
future over the years,’ Mr. Zimmer- 
man declared. “Your company speaks 
for the future today in saying that it 
will not yield to unsound competitive 
pressures. It is not yielding to the 
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- experienced accident and sick- 
hess Special Agent to contact our 
present agency force. We are expand- 
ing our accident and sickness facili- 
ties and need top flight personnel 
who can advance to a management 
Position. Salary, expenses and car 
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“The GOLDEN RULE COMPANY 


TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
recommending new agents. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 





Agency Building 
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PLUS Incentive Bonus. We are in- 
terested only in persons who desire 
aminimum annual income of $10,000. 
All replies will be held in strict con- 
fidence. Please give your qualifica- 
tions in detail by letter to Box V-69, 
t/o The National Underwriter Co., 
|_l5 W. Jackson Blvd., Chicago 4, Ill. 





Frederick E. Jones, Pres. 
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S. C. Governor Blasts 
Small-Loan Bill but 
It Passes over His Veto 


The South Carolina legislature has 
passed, over Gov. Timmerman’s veto, 
a small-loans act, the insurance fea- 
ture of which drew a scorching de- 
nunciation in the governor’s veto mes- 
sage. Said Gov. Timmerman: 

“This bill purports to be a regu- 
latory measure but in fact permits the 
money lender to exploit the poor, the 
unfortunate, and the working people 
of our state who may find themselves 
in distress. For example, among the 
many that could be cited, the charges 
authorized for short-term loans, pay- 
able in four to 12 weeks, when ex- 
pressed ‘in terms of annual interest 
rates, range from approximately 150% 
for an $80 loan to approximately 450% 
for a $10 loan. 

“Included in these charges are 
charges for insurance which may be 
required on loans of 20 or more dol- 
lars. For example, on a $20 loan for 
four weeks, there may be required and 
collected, for life, health and accident 
insurance the sum of $4.10, only $1.64 


of which is required to be remitted to 
the company issuing the insurance. On 
a $100 3-month loan, $11.30 can be 
collected for insurance, only $4.52 of 
which is required to be remitted to 
the company issuing the insurance. 

“I have great confidence in the state 
board of bank control, which is named 
to administer this act, but I am un- 
willing to legalize for any purpose the 
unconscionable exploiting of those in 
distress. The argument that it is need- 
ed in order to secure admittedly in- 
effective regulatory legislation in the 
faint hope that the bad features of the 
bill might be corrected at some later 
date does not appeal to me. I there- 
fore veto this bill. In doing so, I im- 
ply no criticism of those who may 
have supported its passage in the be- 
lief that the bill will provide regula+ 
tory legislation.” 

William E. Long, agency director of 
First United Life of Gary, Ind., has 
been named executive vice-president 
and a member of the company’s board, 
filling the vacancy created by the 
resignation of Charles M. Hansen who 
is re-entering the actuarial consulting 
field. Leigh B. Sydes has been named 
comptroller of the company. 








CAN YOU PROSPECT? 





CAN YOU COMPETE? 


HERE’S YOUR ANSWER! 


HOWARD W. 











GENERAL AGENT) 
OPPORTUNITY 





Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you've 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 

Can you inspire and show others “how to”? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 
Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 


FREDERICK E. JONES, President 
KRAFT, Vice President 


and Director of Agencies 


THE to S 


L 
FATE IFE 


COLUMBUS 15, OHIO 





Licensed in: Arizona, California, Delaware, D.C., Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, 
Minnesota, Missouri, N. Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 








Campaign Committee 
Named to Work for 


Grayson’s Reelection 


WASHINGTON—The District of 
Columbia Life Underwriters Assn. has 
appointed a cam- 
paign committee 
for the reelection 
of Louis J. Gray- 
son, _ Travelers, 
Washington, D. C., 
as a trustee of Na- 
tional Assn. of 
Life Underwriters 
and plans to put 
on just as vigor- 
ous a drive in his 





behalf as if he 
were on the 
Louis J. Grayson NALU slate for 


the first time. 

C. Carney Smith, Mutual Benefit 
Life, is campaign chairman and Wil- 
liam B. Rumple, Metropolitan Life, will 
be in charge of campaign headquart- 
ers at the Hotel Sheraton-Cadillac dur- 
ing the Detroit convention of NALU 
Sept. 15-20. 

Mr. Grayson has the backing not 
only of his own association but Annapo- 
lis, Baltimore, Fredericksburg, Rich- 
mond, Suburban Maryland, and North- 
ern Virginia associations. 

The committee has adopted the slo- 
gan, “Vote for Lou, He Works for You” 
and has put out a leaflet summarizing 
Mr. Grayson’s qualifications. It men- 
tions that he has been a leading agent 
for Travelers for the last 25 years, 
qualified for the Million Dollar Round 
Table seven of the last nine years, is 
past president of his local association, 
received the Bernard Wilner award 
from it last year in recognition of out- 
standing service to life insurance, he 


has served energetically on the NAL 


board for two years and headed the 


committee on affairs of veterans and 
servicemen, has testified before con. 
gressional committees and helped guide 
legislation, his location and contacts in 
Washington make him valuable ty 
NALU, and he is a “fearless worker 
for the maintenance and developmen 
of the agency system.” 





Chicago Supervisors 
Enjoy Golf Outing, 
Ox-Roast at Itasca 





Chicago Life Agency Supervisor 
club held its annual golf outing ani 
ox-roast at Itasca Country club Jul 
11. Thomas G. Murphy, assistant gen. 
eral agent at the Wood agency of 
Lincoln National Life was in charg 
of the golf committee. 

Dennis F. Doyle, brokerage man. 
ager for the Alford agency of Pru. 
dential, had the low gross golf scor 
with a 94. Clarence D. Smith, as. 
sistant general agent of the Bean 4 
Jones, Inc., agency of John Hancock 
won second low gross with a score of 
95. Robert D. Gurke, division manag. 
er with the Bay agency of Prudential 
won the blind bogey prize. 

Eugene O’Reilly, supervisor fo 
Moore, Case, Lyman & Hubbard, gen. 
eral agents for John Hancock, won 
first prize under the Peoria system 
handicap. 


Moriarty Group Director 


James W. Moriarty, since 1954 man. 
ager of John Hancock’s New York 
group office, has been appointed di- 
rector of group sales and service at the 
home office and not assistant director, 
as was stated in a company releas 
quoted in an item in the June 28 issue 
of THE NATIONAL UNDERWRITER. 
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A WELL-BALANCED COMPANY 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 
balance of tradition, product and 
management. Fidelity is 
a well-balanced company. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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OMPANY CHANGES 


Life of North America 


Milton F. Chauner has been named 
vice-president in charge of group in- 
surance, effective 
Aug. 19. He will be 
responsible for the 
supervision of 
group under- 
writing, actuarial 
and administrative 
functions for Life 
of North America 
and will work 
closely with the 
agency department 
in the development 
of group sales op- 
erations. He is 
currently 2nd 
vice-president and 
group actuary of California-Western 
States Life. ; ’ 

Mr. Chauner entered insurance in 
1939 in the actuarial department of 
Connecticut General Life. In 1947 he 
returned to the Connecticut General 
group department after army service 
and four years as a civilian employe 
of the War Department general staff. 
From 1947 to 1950 he was an actuarial 
analyst in the benefits division of 
Standard Oil of California. He is a 
fellow of Society of Actuaries, vice- 
president of the San Francisco Actu- 
arial Club and membership chairman 
of the Actuarial Club of Pacific States. 








Milton F. Chauner 


Pacific Mutual Life 


Charles L. Kopp and Robert B. Miles 
have been named associate counsels 
for Pacific Mutual Life. Both had pre- 
viously been assistant counsels, Mr. 
Kopp since 1950 and Mr. Miles since 
1952. Nationally known in the field of 
insurance taxation, Mr. Kopp has au- 
thored numerous magazine articles and 
lectured extensively on the subject. 

Blackburn H. Hazlehurst has been 
appointed assistant actuary, group di- 
vision of Pacific Mutual Life. He 
comes to Pacific Mutual after nine 
years with Connecticut General Life 
at Hartford, Conn. He is a fellow of 
Society of Actuaries. 

Mrs. Anna C. Feeley has been ap- 
pointed supervisor of the health and 
welfare division of Pacific Mutual Life. 
A registered nurse, Mrs. Feeley has 
been with the company since 1951 
and now will supervise health services 
to more than 1,000 employes at Pa- 
cific Mutual’s Los Angeles home of- 
fice. 


State Mutual Life 


Sherman S. Ludden, formerly man- 
ager of policy service, has been named 
a full-time staff member of the new 
products development committee, 


formed to develop and recommend 
new individual life and annuity poli- 
Richard R. Summa, 


cies, assistant 
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Purchase, Re-Insurance 





and/or Merger of Life, Fire and 
Casualty Insurance Company's 














negotiated in confidence through 
the facilities of this 30 year 
old organization. 


27-1957 

PAUL TEMPLE AND ASSOCIATES 

6355 NORTH CLARK STREET 
CHICAGO 26, ILL. 


manager policy service department, 
has been advanced to manager and 
made an officer. 

Mr. Ludden, an officer of State Mu- 
tual since 1948, has been with the 
company since 1926. He retains his 
title of assistant secretary. Mr. Sum- 
ma, at age 30 the company’s youngest 
officer, has been with State Mutual 
eight years. 


Fidelity Mutual Life 


Oliver D. Groff Jr. and John P. King 
have been appointed assistant treas- 
urers. Mr. Groff joined Fidelity 
Mutual in 1929 and has been general 
ledger accountant. Mr. King joined 
the company in 1935 and since 1956 
has been supervisor of premium col- 
lections. 


United States Life 


Kenneth J. Ludwig has been named 
director of training in the ordinary 
agency department. He has been with 
United States Life for two years as 
assistant superintendent in the east. 
He previously was with Travelers and 
Connecticut General. 

Heading the merchandise develop- 
ment program is Lewis P. Robinson, 
who has been appointed director of 
research. He has supervised brokers 
for two years and previously was in 
brokerage work with Prudential. 

Roy V. Proctor has been appointed 
director of promotion to supervise all 


advertising, publicity and promotion. 
For seven years he was with Pacific 
Mutual where he was manager of sales 
promotion. 


Protective Life 


Ransom L. Hassel has been appoint- 
ed supervisor of 
agencies to super- 
vise West Virginia, 
Maryland, Virgin- 
ia and Washing- 
ton, ~ C..He 
joined Protective 
™ after 24 years with 
~ Prudential. He had 
been manager at 
Richmond for sev- 
en years. He is 
past president of 
Richmond and 
Virginia 'Assns. of 
Life Underwriters 
and Richmond 
CLU chapter. 


Massachusetts Mutual 


Philip F. Jones, manager of the val- 
uation department since 1955, has 
heen elected an assistant secretary. He 
joined Massachusetts Mutual in 1923 
and became assistant manager of the 
valuation department in 1948. 


ESTATE LIFE OF ORANGEBURG, 
S. C.—Andrew D. Griffith, Orange- 
burg business man and chairman of 
the 6-months-old life company, has 





Ransom L. Hassel 


been elected acting president and chief 
executive to succeed R. D. Harvey, 
who resigned. H. A. Becker, vice- 
president and director, also was made 
an executive officer. 


IOWA LIFE—Dean Mitchell has 
been named general manager of all 
Iowa Farm Bureau-affiliated insur- 
ance services and will be in charge of 
seven departments in a merger of 
home office staffs of Iowa Life and 
Iowa Farm Mutual. 


SOUTHERN LIFE OF ATLANTA— 
Robert E. Hugo, with the company 
since 1953, has been promoted to man- 
ager of group sales and service. 


47 Early Birds Sign up 


for Mid-West Conference 


Forty-seven advance registrations 
from the geographical extremes of 
New York, Denver, Wisconsin and Ten- 
nessee are reported by Mid-West Man- 
agement Conference, scheduled to meet 
Oct. 31-Nov. 2 at French Lick, Ind. 

“From the way unsolicited advance 
registrations are coming in, we expect 
this year’s conference to draw even 
more than last year’s record 350,” 
Russell Simpson, Sun Life of Canada, 
Indianapolis, conference chairman, re- 
ported. 

The conference plans to run a spe- 
cial coach out of Chicago to the hotel 
if enough registrants are interested. 
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who are ready to become General Agents. 
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and an agency contract second to none. 
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For groups of 10 to 50 employees 


* DisaBiuiry om 





¢* DEATH BY ACCIDENT 


eee DISMEMBERMENT 
and a new 
EXECUTIVE “2 & 5 YEAR” 
FEATURE 














THE FIRST TIME ANYWHERE — 


— All of these 3D features for 
groups of 10 to 50 employees 
in this pocket-size kit: 


$60 maximum weekly time- 
loss benefit for 13, 26 or 52 


weeks. 


Benefits begin Ist day acci- 
dent or 8th day sickness—Ist 
day hospitalization, accident 
and sickness. 


$1,000 Accidental Death and 


Dismemberment — 


— and — 


— For executives — $100 weekly time- 
loss benefit for maximum of 2 years 
sickness or 5 years accident; wide 








selection of benefit waiting periods 


up to 90 days. 
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INSURANCE COMPANY 
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FIELD CHANGES 


Connecticut General Life 


A brokerage agency at Newark has 
been opened by Connecticut General 
Life and will be managed by David M. 
Freedman. Mr. Freedman, with the 
company since 1948, has been with the 
company’s brokerage staffs in New 
York City and Atlanta and was brok- 
erage manager at Memphis prior to 
his present appointment. The new 
agency will be located in the Kinney 
building at 790 Broad street. 





Prudential 


Prudential has opened a new agen- 
cy at 10883 Kinross avenue, Los An- 
geles under James W. Lantz as man- 
ager. Among those attending the open- 
ing ceremonies were movie actor Rory 
Calhoun and Isabelle Carlson, UCLA 
homecoming queen. 


New England Mutual Life 


John R. Paulus, former general 
manager for New York Life at Green 
Bay, Wis., has been appointed general 
agent for New England Mutual Life 
at Milwaukee. He will work with 
General Agent George L. Grimm. 

Anthony F. Hovey has been appoint- 
ed district group manager for Wash- 
ington and Idaho by New England 
Mutual Life. He has been with New 
York Life for over four years as group 
representative in Seattle and in the 
home office. The new district group 
office is located at 570 Skinner build- 
ing, Seattle. 


Massachusetts Mutual 


Lawrence J. Sullivan has been ap- 
pointed group pension representative 
in the Chicago regional group office. 
He will assist agents and brokers 
in the sale of group pension plans 
and will provide service to policy- 
holders in connection with Massa- 
chusetts Mutual group pension policies. 
His territory includes Minneapolis, St. 
Louis, Milwaukee, and Peoria. 


Acacia Mutual Life 


Garrett R. McBride has been ap- 
pointed manager at Fresno. He has 
been in management and_ personal 
production with two west coast agen- 
cies of Mutual of New York. He suc- 
ceeds Clifton Royston, who recently 
decided to return to personal produc- 
tion. Mr. McBride entered life insur- 
ance in 1941 with Mutual at Stockton, 
Cal. He became an assistant manager 
five years later. 


American Life, N. Y. 


Thomas D. Bellinger has been ap- 
pointed superintendent at the Syra- 
cuse branch office, 224 Harrison 
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street. He will be in charge of develop- 


ing life business from general insur-f 
ance agents in 16 counties, especially) 


those now placing their property and 


liability lines with American Surety,; 


the parent company. He was formerly 


with Metropolitan Life in New York} 


City. 


Equitable of lowa 


Arthur C. Cragoe has been advanced 
from actuarial supervisor to assistant 
actuary for Equitable Life of Iowa, 
He is a fellow in Society of Actuaries, 


Pan-American Life 


Harry A. Hall has been named man- 
ager of the newly organized Pan- 
American regional group office in 
Philadelphia which will serve Penn- 
sylvania, New Jersey, Delaware, Mary- 
land and Virginia. He entered life 
insurance with Franklin Life in Phila- 
delphia and joined Equitable Society 
as a group representative in Philadel- 
phia in 1954. The new regional group 
office will be in the offices of the Hin- 
kle agency at 1308 
Morris build- 
ing. Charles 
G. Hinkle is gener- 
al agent of Pan- 


American in Phil- 
adelphia. 
Denby Brandon 


& Associates has 
been appointed a 
general agency at 
Memphis from 
1952 to 1957. His 
offices are at 1314- 
1317 Sterick build- 
ing. 





Denby Brandon 


Great-West Life 


Great-West Life 
has opened a 
branch office at 
Denver, its first in 
Colorado, under 
the management 
of Robert H. Per- 
kins, former west 
coast district man- 
ager for the com- 
pany. The coast- 
to-coast chain of 
Great-West agen- 
cies now serve 
over 50% of the 
nation’s popula- 
tion. 





Robert H. Perkins 


Travelers 


Field supervisors promoted to as- 
sistant managers of Travelers are 
Schuyler L. Gilbert at Hartford, C. 
Leslie Ridings Jr. at Wilmington, Eric 
Buzza at Worcester and Elmer P. Hol- 
lingshead Jr., at New York. 

Assistant managers transferred are 
Wilfred W. Knight from Washington 
D. C., to Arlington, Va.; Alan A. Lister 
from Calgary to Edmonton and Rich- 
ard R. Crothers from Sacramento to 
Stockton, Cal. 

Agency service representatives pro- 
moted to field supervisors are George 
C. Broome Jr at Atlanta; Jerry L. 
Ewing, Omaha; J. Harvey Roper, Ok- 
lahoma City; Frank E. McClammey, 
Houston: Andrew S. Behrends, Lub- 
bock, and James Ritter Jr., New York. 

Field supervisors named are Jack 
E. Crim at Miami; Kenneth E. Groff, 
South Bend; Paul N. Higby, Albany; 
John E. Wagner, Cleveland; Vernon 
A. McQuinn Jr., Philadelphia, Robert 
L. Rohrer, Long Beach, and Robert C. 
Stanhope, South Bend. 

Agency service representatives ap- 
pointed are Judson W. Durham at 
Jacksonville; William B. Wright, Kan- 
sas City; William R. Lamb, Charles- 
ton, W. Va.; Richard D. English, Mil- 
waukee; Robert J. Muller, Boston; 
Robert H. Busteed, Omaha; John E. 
Forhetz, St. Louis; Weldon L. Taylor, 
Lubbock; Ronald Loetterle, Omaha; 


Gerard Alvarez, Buffalo; Larry C. Ny- 
strom, Fresno, and Sydney J. Allen Jr., 
Grand Rapids. 


Harris Le 
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RECORDS 


aa Leads Equitable 


NEW YORK—Abraham Harris of 
the J. V. Davis agency, New York 
City, led the field force of Equitable 
Society in both ordinary and combined 
production for the first half year. This 
fully qualified him for Equitable’s 
$214 Million Club and he is better than 
pro rata for the Five Million Dollar 
Club. He is also a member of Equita- 
ples Group Millionaires Club and a 
member of the Million Dollar Round 
Table. 


EQUITABLE SOCIET Y—Group 
life insurance sales for the first six 
months totaled $780,092,717, almost 
three times the figure for the same 
period of 1956. Ordinary life sales also 
hit a new high—$867,147,968. Average 
size individual ordinary policy reached 
$7,305, compared with last year’s $6,- 
990. Ordinary in force June 30 totaled 
$12,407,711,303, group life in force 
climbed to $16,517,670,951, for a com- 
bined $28,925,382,254. A new six- 
month record of benefit payments to 
policyholders amounted to $361,873,- 
670. 


PRUDENTIAL—Benefit payments 
to policyholders and beneficiaries dur- 
ing the first half year totaled $610,- 
641,000, an all-time high and an in- 
crease of $89.7 million. 


MUTUAL OF NEW YORK—Sales of 
$166.2 million of individual ordinary 
resulted in a record second-quarter 
volume, up 21%. June volume, $59.3 
million was 29% ahead. Average size 
policy reached $7,500 for the second 
quarter as against averages of $6,800 
in 1956, $6,400 in 1955 and $5,350 in 
1954. The company credits the rise in 
volume and average size policy to its 
introduction in April of a new series of 
policies, featuring quantity discounts, 
and a pre-authorized check plan. More 
than 14% of second quarter business 
was on the latter plan, and in addition, 
policyholders have converted $76 mil- 
lion of existing insurance to the pre- 
authorized check plan. 


BANKERS LIFE OF NEBRASKA— 
The company climaxed its greatest 
half-year production totals in history 
by passing the half-billion insurance- 
in-force mark on June 30. A first half- 
year increase of nearly $30 million 
brought the insurance-in-force total 
to $502,727,106 on June 30. Bankers 
Life’s first half sales were over $46 
million, an increase of more than 28% 
for the corresponding period in 1956. 
June life business was 39% above 
June of 1956, and A&S sales were 28% 
ahead of 1956. 


REPUBLIC NATIONAL LIFE—Sales 
during the first six months of 1957 
established another all-time high rec- 
ord in the company’s history. The 
total of new business during the six 
months period amounted to $307,411,- 
036 compared to $189,735,614 for the 
same period last year. The increase in 
life in force during the first six 
months of 1957 was _ $183,419,473, 








bringing the total of life in force as 
of June 31 to $1,351,612,245. On this 
basis the company is well ahead of 
its announced goal of $2 billion of 
life in force by the end of 1959. 


SOUTHWESTERN LIFE—Dollar 
volume of new life during the first 


| SX months of 1957 set a new record 


i 
| 
| 





for the first half of a calendar year 
and was up more than 11% from the 
amount issued during the same peri- 
od in 1956. The company issued $126,- 
298,306 of paid-for life during the first 
sx months of this year, $12,727,411 
More than the amount delivered dur- 
Ing the comparable period in 1956. 

rance in force on June 30 had 
Teached $1,535,265,409, after a six- 
month gain of $68,863,530. This half- 
year increase was greater than the 
fain reported for the entire year of 
11. Payments to policyowners and 


beneficiaries during the first six 
months also reached a new high fig- 
ure, $11,384,302, and increased the to- 
tal of such payments since the com- 
pany’s organization to $253,001,250. 








Pa. Creditor Group Now $10,000 


HARRISBURG—Gov. Leader of 
Pennsylvania has signed into law the 
bill increasing the amount of group 
creditor life insurance permissible on 
an individual debtor from $5,000 to 
$10,000. The amount of insurance may 
in no event exceed the amount of the 
loan secured thereby. 


Conn. General Has 
‘Homecoming’ Rally 


Fifteen hundred representatives of 
Connecticut General Life, including 
agents, field office managers and staff, 
group insurance, claim and office cler- 
ical personnel, attended a homecoming 
at the company’s new home office in 
Bloomfield, Conn. 

Leading producers qualifying for the 
President’s Club met earlier at Groton, 
Conn. Some 32 members of the Hon- 
or Table of the President’s Club, high- 


est distinction for Connecticut Gener- 
al agents, also met at Groton. 

Major event of the homecoming ac- 
tivities was a tour of Connecticut Gen- 
eral’s new home office building, re- 
cently selected by the American In- 
stitute of Architects as one of the “10 
Buildings in America’s Future.” 





Control of Fidelity Life Assurance 
of Regina, Sask., has been acquired by 
the Friends’ Providence Group of Eng- 
land. Fidelity was incorporated in 1912 
as Saskatchewan Life. 
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management 
your goal? 


..-@ company that looks to the future! 


How Pacific Mutual does more 


as 


With a substantial salary (no personal production 
required) Pacific Mutual Management Development Pro- 
gram participants devote full attention to management 
duties. Candidates who pass the strict qualification tests 
and interviews, work as Agency Supervisors while being 
trained by outstanding Agency Builders. After training, 













participants fill Agency Executive openings as they arise. 


PACIFIC MUTUAL builds its 

field management through a 
unique Management Development 
Program—a two year minimum, 
intensive training program in 

the skills and techniques of 
successful Agency Development. 










Can you qualify ? 

Men under age 35 with a college degree who are married 
and have at least one year personal production experience 
are eligible for consideration. Write in strict confidence 
giving details of personal and business history to: 


RALPH J. WALKER, Vice-President 
Pacific Mutual Building 
Los Angeles 55, California 





Pacific Mutuctil, 
Lige Insurance Company 


HoME office: Los Angeles, California 
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Room 1401, Tel. Beekman 3-3958. J. T. Curtin 
and Clarence W. Hammel, New York Man- 
agers. 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F. McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market 
St., Tel. Exbrook 2-3054. Richard G. Ham- 
ilton, Pacific Coast Manager. 


CHANGE OF ADDRESS 

Be certain to enclose mailing label with 
new address. Allow four weeks for comple- 
tion of the change. Send to subscription of- 





fice, 420 E. Fourth St., Cincinnati 2, Ohio. 


—_—_—s-- 








EDITORIAL 


COMMENT 





Rep. Curtis Speaks Some Potent Words 


Life insurance men have _ long 
known they had a real friend in Rep. 
Curtis of Missouri but they never had 
better cause for appreciating Mr. Cur- 
tis’s militant efforts than right now, 
when he is battling many of his fel- 
low-members of the House ways and 
means commitee to keep the partial 
premium-payment test from being re- 
stored. 

In his dissent from the report of 
committee, which wanted this provi- 
sion kept in HR 8381, Mr. Curtis spoke 
out against any restoration of the pre- 
mium payment test. We believe his 
words are worth recording. Here is the 
gist of his dissent: 

“Life insurance is property and 
should be subjected to no greater es- 
tate tax burden than any other form 
of property. As is true with respect to 
other property, a gift in the form of 
life insurance that does not come un- 
der the contemplation of death test 
should not be penalized by the impo- 
sition of an additional test such as the 
identity of the person paying the pre- 
miums on the life insurance policy. 
The premium-payment test discrimi- 
nates in favor of larger estates. If the 


“. flusband is wealthy enough to give his 


wife income-producing property out 
of which she can pay premiums, the 
taxpayer can easily avoid the impact 
of the premium payment test. It is 
only the less affluent policyholder, 
who can give the policy and the pre- 
miums but not the capital to produce 
income for the payment of premiums, 
who would be penalized by the premi- 
um payment test proposed in HR 8381. 

“The premium-payment test would 
discriminate against small business. It 
is obvious that whatever obstructs -or 
diminishes the provisions a_ small- 
business man may make for the con- 
tinuation of his business after death 
encourages the sale of that business to 
larger enterprises. The result of such 
a process is the gradual concentration 
of industrial power among fewer and 
fewer large businesses. The liquid 
funds made available by means of life 
insurance protection often make the 
difference between the sale of a busi- 
ness and continuing the business in 
operation. 





“I believe the premium-payment 
test raises a serious constitutional 
question. The U. S. court of appeals 
for the seventh circuit, in the case of 
Kohl vs the United States, held that 
an estate tax on proceeds of an insur- 
ance policy unconditionally trans- 
ferred before death is unconstitutional 
as a direct tax. In the case of Heiner 
vs Donnan (285 U.S. 312 (1932) ), the 
Supreme Court held that Congress 
could not validly create a conclusive 
presumption that a transfer is in con- 
templation of death and therefore de- 
signed to avoid estate tax liability. Yet 
the effect of the amendment proposed 
by my committee colleague to reinsti- 
tute a premium payment test would 
mean that those transfers of insurance 
policies coming within the purview of 
the amendment are necessarily de- 
signed to avoid such estate taxes. The 
estate tax is a tax on the transfer of 
property at death. Where property is 
transferred in advance of death and 
not in contemplation of such an event, 
it should not be included in the de- 
cedent’s estate. 

“In conclusion, I would reiterate 
the point that the proceeds of life in- 
surance should be taxed in the same 
manner as other preperty. Other prop- 
erty is included in a taxable estate 
only if it is a transfer from the de- 
cedent to the estate on account of 
death or in contemplation of death 
and not if the transfer of the property 
has been validly completed prior to 
death. The enactment of the proposed 
premium payment test would result 
in inequitable and harsh treatment of 
middle-income families through im- 
position of an unconstitutional test on 
property taking the form of proceeds 
from life insurance.” 

The big reason why Rep. Curtis’s 
protest against the premium payment 
test is so valuable to the life insurance 
business is that he is talking solely 
from the standpoint of the insurance 
buyer, without regard to the interest 
of the agent or company. Consequent- 
ly, he has provided insurance men 
with highly potent ammunition to use 
in grass-roots campaigning against 
the restoration of this unjust and un- 
reasonable form of taxation.—R.B.M. 








PERSONAL SIDE OF THE BUSINESS 





Vice-president Adelbert G. Straub 
Jr. of New York Life has been elected 
treasurer and a director of New 
York Legislative Service Inc., a non- 
profit membership corporation estab- 
lished to increase public information 
and interest in New York state legis- 
lation. Mr. Straub is a fermer New 
York deputy ne superintendent. 


Friends, asspelaiug and home office 
officials recently: honored Llewellyn 
G. Owens, Chicago’ sagen cy ‘manager 
for Equitable AE p open house 
in the Equit le bu Pine, 29 South 
La Salle street. “occasion marked 
Mr. Owens’ 25th anniversary wifa the 
company. Festivities of the day were 


culminated with a formal dinner and 
dance at the Michigan Shores Club in 
Wilmette, a Chicago suburb. Mr. Ow- 
ens is immediate past president of 
Chicago CLU chapter. 


Donald I. Parker, executive vice- 
president of Security Mutual Life of 
Nebraska, has been elected trustee of 
Kiwanis International. 


Otis L. Frost Jr., associate counsel 
of Occidental Life of California, has 
been awarded an LLM degree by the 
University of Southern California 
school of law. Taking the degree in 
the field of taxation, Mr. Frost chose 
“Federal Income Taxation of Acci- 


dent and Sickness Insurance” as the 
subject for his thesis. 


Charles E. Ray, vice-president of 
Associates Life and member of the 
board of International A&H Assn., is 
recovering from a minor heart attack 
in St. Vincent’s hospital at Indianapo- 
lis. 

Thomas W. Melham, manager of 
Prudential’s Manhattan agency in New 
York City, has been installed as im- 
perial potentate at the Shriners’ im- 
perial council session in Minneapolis, 


DEATHS 


URBAN H. POINDEXTER, 75, who 
retired as an assistant director of 
agencies for Northwestern Mutual Life 
in 1952, died in St. Petersburg, Fla. 
He started in the business with his 
father’s Northwestern Mutual agency 
in Kansas City and later became a 
partner with his brother, C. H. Poin- 
dexter, as general agents for Kansas. 
In 1927 he came to Milwaukee as as- 
sistant director of agencies. 


CRAWFORD GORDON SR., 74, vice- 
chairman of the Canadian boards of 
Norwich Union Life and Norwich 
Union Fire, died of a heart attack 
while on vacation at Charlottetown, 
P.E.I. He had been with the two in- 
surers nine years, and previously was 
with Canadian Bank of Commerce. 


ALBERT L. OLSON, 63, Prudential 
agent for 27 years at Sacramento, died. 


LEO J. FREIERMUTH, agent for 
Occidental Life Of California in Par- 
ma, Ida. died in Boise. He had been 
with the company 39 years. 


ERNEST G. HATCH, 85, manager 
of John Hancock at Buffalo for 40 
years and with the company 50 years, 
died. 


ORLANDO E. CROOK, 69, chief un- 
derwriter and manager of the ordi- 
nary life division for Washington Na- 
tional, died in Evanston hospital. He 
had been with Washington National 
and companies reinsured by Wash- 
ington National for 45 years. 


THOMAS E. DUDLEY, 50, district 
manager at Durham, N.C., for South- 
land Life, died of a heart attack. He 
joined Southland as an agent in 1931, 
and he had been district mana3er 
since 1941. 


DUDLEY C. COVERLY, 60, man- 
ager of Mutual Benefit H.&A. at White 
Plains, N. Y., died after an operation in 
New England Baptist hospital in 
Boston. 


ALBERT MANNHEIMER, 60, New 
York City lawyer and authority on 
estate planning, died at his home in 
New York. He was chairman of the life 
insurance ‘Subcommittee of American 
Bar Assn. He was a speaker and writer 
on estate planning and adviser to legal 
and insurance periodicals. 

















New Company in Cal. 


All American Life Ins. Co., of Los 
Angeles, a California insurer being 
formed by Texas interests, has ap- 
plied to the California department for 
a permit to sell 250,000 shares of its 
$1 par value stock at a price of $5 a 
share. Officers of the company include 
Virgil K. Howard, president, and Ar- 
thur L. Kirkwood, vice-president. 





R. L. Burns Jr. has been named 
assistant treasurer and Roger W. 
Waite has been elected assistant sec- 
retary of Farmers & Bankers Life of 
Wichita. 
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1957 Unique Manual 
Giving Comprehensive 
Data Is Published 


Providing the most comprehensive 
coverage of life insurance facts and 
figures available anywhere in a single 
volume, the new 1957 Unique Manual 
of Life Insurance, which treats not 
only the details about the companies 
themselves, but also gives very broad 
information concerning policy con- 
tracts, premium rates, values, settle- 
ment options, etc., was recently pub- 
lished by The National Underwriter 
Co. It includes the latest information 
on the almost unbelievable number of 
1,194 legal reserve life companies, al- 
most three times as many as ten years 
ago. With a truly unique and compre- 
hensive range of subjects, this widely 
used authority is now in its 59th an- 
nual edition. In its 1,600 pages, are 
the up-to-date answers to practically 
any question about a life company or 
its life policies, that any field man is 
likely to want or need in his daily 
work. 

The new Unique Manual is divided 
into two major sections—the first of 
which is devoted to policy contracts, 
rates, values, settlement options, divi- 
dends, etc. which are presented in 
great detail for some 250 companies in 
approximately 1,000 pages. Following 
the policy information, comes the large 
section called “The National Under- 
writer Reports” in which are presented 
all the official, significant facts and 
figures concerning life companies—it 
is in this section where the great in- 
crease in the number of companies has 
occurred. The latest annual statement 
figures on 1,194 companies are given 
in the “Report” section. For all of the 
major companies, all factual informa- 
tion of consequence is given in great 
detail. For companies with less than 
$12% million in force, of which there 
are now about 635, briefer facts are 
presented, including the information on 
a substantial number that are not 
shown in any other similar reference 
work. 

e * a 

Significant changes are reflected on 
practically every page of the 1957 
Unique Manual, as compared with the 
1956 edition. More and more companies 
are grading premiums by policies size, 
paying termination dividends, charging 
lower rates for women, or issuing so- 
called “family policies.” There are also 
many cases of higher dividends and 
lower premiums, especially in /connec- 
tion with term and disability. Quite a 
few companies have introduced addi- 
tional special plans including those 
with high minimums. Many policies 
are now being issued at older ages. 
Other liberalizations include the un- 
derwriting of pilots, the issuance of 
insurance to women, disability and ac- 
cidental death provisions and limits. 
All in all, there have been a great 
many important changes since publi- 
cation of the smaller reference books 
issued earlier in the calendar year, and 
all of these to date are reflected in the 
new 1957 Unique Manual. --~ 

In the first major section, where the 
latest policy provisions, rates, values, 
dividends and settlement options are 
shown, all of the information is pre- 
sented in an easy-to-use, standardized 
arrangement. Here alone is provided 
much more rate, value and cost data, 
than offered in any other life insurance 
teference book published. There are 
Many important sub-sections covering 
Special subjects, such as the details 
concerning juvenile insurance, single 
Premium rates, immediate annuities 
(including joint and survivor), indus- 
trial policies, reserve figures and set- 


tlement options of both current and 
former policy issues. One sub-section 
of 113 pages gives a complete list of 
all policy forms not shown on the reg- 
ular rate pages, shown with illustrative 
rates and explanations. More than 
10,000 different contracts are treated 
in this sub-section alone. 

It is in the first division of the 
company report section, where all the 
major companies are shown, that one 
finds all the important facts of a com- 
any’s corporate history, its reinsur- 
ances if any, the development of its 
capital, its dividends to stockholders 
and policyholders, its agency organiza- 
tion, its officers, retirement plans for 
its agents, what it writes and where it 
operates. Here also are presented “Sta- 
tistics by Years,’ illustrating the 
growth of the company and other sig- 
nificant factors in its development and 
current position. An analysis of the 
company’s business in force and a de- 
tailed showing of its reserves at vari- 
ous interest rates precedes an extremely 
thorough and revealing synopsis of its 
latest annual statement. The statement 
figures shown include such items as an 
analysis of its assets, a detailed sum- 
mary of its operations, the derivation 
of its surplus, its gains from opera- 
tions and many other significant items. 

Following the statement figures is a 
paragraph devoted to its “bonds,” the 
yield, and amounts of various classes. 
Similar paragraphs are provided con- 
cerning the company’s “stocks,” “mort- 
gages,” and its “real estate.” Closing 
the company’s exhibit are seven “ana- 
lytical ratios.” 

Large, medium-size and small com- 
panies are all treated in this widely- 
used “standard of authority.” There is 
even a special listing of companies that 
have gone out of business, changed 
their names, or merged since 1920. 
Another special table ranks 1,139 com- 
panies according to insurance in force, 
and many other unusual features, too 
numerous to list except in a complete 
index, are also provided in this amaz- 
ingly comprehensive reference book. 
The entire volume is carefully indexed 
by topics and by companies. Advance 
orders are now being delivered. Extra 
copies for early delivery may be or- 
dered from The National Underwriter 
Co., statistical division, 420 East Fourth 
street, Cincinnati, or any National Un- 
derwriter office. The single-copy price 
is $14 plus postage 


STOCKS 


Bacon, Whipple & Co. 











By H. W. Cornelius, 

































135 S. La Salle St., Chicago, July 23, 1957 
Current 
Bid Asked 
Aetna Life 207 209 
Beneficial Standard... 18 19 
Cal.-Western States oe 89 91 
Colonial Life 145 149 
Columbian National 83 85 
Commonwealth Life .... 25% 26% 
Connecticut General 300 303 
Continental Assurance .............0008 123 126 
Franklin Life 110 112 
Great Southern Life 2.0.0.0... 15 78 
Gulf Life 27% 28% 
Jefferson Standard... 92% 94% 
Kansas City Life .............cccccsssccsscsseees 1430 1470 
Life 8 Casualty oo... ccccsssessesseeeees 22 23 
Life Insurance Investors. ................ 15% 15% 
TEGO COB WEA. .0ccjncccccviccsccecessséonsses 111 113 
Lincoln National Life ...... . 220 223 
National Li 8 A. crccscssssssssssesseseseees 10542 107% 
North American, Tl. .......ccccseeeeee 24 25 
N. W. National Life ........ — 86 
Ohio State Life ......... . 275 285 
Old Line Life ........ 58 62 
Republic National L 38 3912 
Southland Life ............. os 102 
Southwestern Life .... a, aan 115 
Travelers 83 84 
United, Ill. 22 23 
U. S. Life 35% 36 
West Coast Life ......eeeeeeee 4534 46% 
Wisconsin National .............ccceeee 63 71 





aspirins are sold ONLY 
fo people with headaches 


Strangely enough a customer buys everything he needs on his 
own. Except life insurance. That has to be sold to him. The 
problem resolves itself into showing him that he has a head- 
ache. Only then will he buy our aspirin. 

American United’s sales tools are simple, appealing and per- 
suasively different, because each has been designed with an 
uninformed customer in mind. And it IS a trick to be simple, 
when explaining the complexities of life insurance. 


The Shielder is a beautiful, simple presentation for the begin- 
ner. The simplified programing material is effective and easy 
to understand. The Small Group Kit (10 to 25 lives) practi- 
cally tells its own story. The full A & S Kit points up the story 
of “living death” and the need for income protection. Each 
and every one is designed to prove that a headache exists. 
Each sells aspirin. 


If you doubt our word, you need but ask . . . we’ll be glad to 
prove our point. 
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CE C€COMPAN Y 
: INDIANAPOLIS, INDIANA 


FLEXIBLE OPTIONS ¢ LOW NET COST SPECIALS 
ISURANCE ¢ GROUP RETIREMENT ¢ PENSION TRUSTS 
AB MAJOR MEDICAL ¢ NON-CANCELABLE DISABILITY 
WNTEED RENEWABLE HOSPITAL AND SURGICAL 

N SUBSTANDARD UNDERWRITING AND REINSURANCE 











pedestal for a statue of Martin Luther, 

communion sets for graduating ministerial 
students, furnishings for a Lutheran school 
lounge, contributions to projects ranging from 
a world conference on Lutheran church 
music to construction of Lutheran chapels 
on state college campuses . . these are 
typical of miscellaneous benevolent grants 
made each year by the Aid Association for 
Lutherans. 
Other AAL fraternal benevolent contribu- 
tions annually go to Lutheran world relief, 
radio mission broadcasts, homes for homeless 
children, school-homes for the deaf and men- 
tally retarded, a tuberculosis treatment cen- 
ter, and many other Church agencies. In all 
of these worthy endeavors, the AAL is proud 
to be counted a silent partner. 








Aid Association for Lutherans 
APPLETON, WISCONSIN 

America’s largest fraternal 

life insurance sociely 
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NW Mutual Centennial Draws Record Crowd 


(CONTINUED FROM PAGE 1) 





1956 figure, which, you will recall, 
was our best year. 

“Interest earnings will probably be 
12 points higher than last year’s final 
rate of 3.77%. This means that the 
1957 rate before taxes will be very 
close to 3.9%. By 1959 we ought to hit 
4%.” 

“Now let us look ahead a little way,” 
the Northwestern Mutual president 
said in continuing his talk. 

“The simplest form of crystal ball 
work is simply to assume that our 
rate of growth of the last 10 years will 
continue indefinitely. On that basis 
our present in force of $8.6 billion 
would reach $29 billion in 25 years and 
$100 billion in 50 years from now, in 
2007. Actually, of course, the more 
accomplished crystal gazers qualify 
themselves in many directions and 
would not settle for anything as sim- 
ple as this. All of them, however, are 
pretty bullish about the prospects of 
continued expansion of life insurance 
production in the years ahead. The 
average family buying unit is cur- 


rently pretty well stocked up with 
consumer durable goods. According to 
a recent Securities and Exchange 
Commission survey the savings of in- 
dividual Americans totaled $14.6 bil- 
lion in 1956, more than in any postwar 
year. The commission’s report attrib- 
uted last year’s climb in savings vol- 
ume to a further rise in personal in- 
come after taxes combined with a 
slump in spending in relation to in- 
come and a slackening in the growth 
of individuals’ debts. 

“Looking further ahead, we have a 
growing population, an_ increasing 
number of people moving into the in- 
come brackets which are significant 
for us and predictions in the coming 
automatic society for greater propor- 
tions of white collar workers, includ- 
ing the professionals, self-employed, 
the service people, the engineers, 
chemists, doctors and scientists, which 
we are so well equipped to serve. 

“While this picture is probably true 
in the broad sense, we all realize that 
it is a highly genefalized and super- 
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fran 18G7 when wood-burning steamers plied 
the rivers, Equitable Life of Iowa was founded, and 
its agents started selling life insurance equipped with 
little more than a rate card. 


TODAY the Equitable Life of Iowa assures 
“smooth sailing” for its agents by providing compre- 
hensive sales aids, including a kit on family in- 








come. This kit, with a phonograph training 

record, contains all the materials that are 

needed to make a convincing family 
income presentation. 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN DES MOINES 


ficial version of a more specific kind 
of thinking which we in management, 
with the assistance from you in the 
field, must engage in reckoning on our 
future ‘place in the sun.’ Here in the 
home office we have been engaging 
in continuous studies involving many 
phases of that problem. There are 
questions regarding the character of 
the market and the size of the market. 
I can assure you that we give much 
attention to both. 

“Right now, at the end of 100 years, 
I do not think you could find much 
support, either in the home office or 


the field, for any serious proposals to © 
abandon the basic specialty nature of | 
our operation. You might, however, *® 
find a certain amount of discussion on 
the subject of pure size or volume 
growth and whether we are getting 
our share, even with our record break- 
ing figures. As you all know, the ag- 
gregate industry figures of ordinary 
life production can be misleading on 
these subjects, because of the fact that 
great numbers of blue collar workers 
now buy ‘ordinary insurance’ who 
formerly bought ‘industrial insurance’, 
The effect of this in the up-graded 








NEWS OF FRATERNALS 





Name Committeemen 
tor NFC Meeting 


Louis E. Probst, president of Nation- 
al Fraternal Congress, has completed 
the appointment of personnel who are 
to serve on the various sessional com- 
mittees during the 71st annual meeting 
of NFC Sept. 22-25 at the Hotel Statler, 
Los Angeles. 

On the credentials committee are 
Mabelle Lindenmeyer, Catholic Order 
of Foresters, chairman; J. F. Chupick, 
Slavonic Benevolent Order of Texas; 
Georges Constantin, La Societe des Ar- 
tisans, and Charles Kerg Jr., Catholic 
Knights of Ohio. 

On the constitution committee are 
Richard F. Allen, chairman, Standard 
Life Association; Ralph C. Dare, Ar- 
tisans Order of Mutual Protection, and 
V. I. Mandich, Croatian Fraternal Un- 
ion of America. 

The resolutions committee consist of 
Robert Bigelow, Independent Order of 
Foresters, chairman; Coloman  R. 
Revesz, William Penn Fraternal Asso- 
ciation, and G. Myron Savage, New 
England Order of Protection. The au- 
diting committee consists of J. C. Bro- 
nars, Polish National Alliance, chair- 
man; Otto Hanson, Independent Order 
of Svithiod, and Fred A. Vider, Slovene 
National Benefit Society. 

The reports committee includes Wal- 
ter L. Rugland, Aid Assn. for Luther- 
ans, chairman; R. L. Blodgett, National 
Mutual Benefit, and Edna E. Dugan, 
Degree of Honor Protective Association. 

Members of the publicity committee 
are Horace L. Rosenblum, Woodmen of 
the World, Omaha, chairman; Henry R. 
Freitag, Modern Woodmen, and Rich- 
ard E. Jeanes, Royal Neighbors. 


W.O.W. Convention 
Salutes ‘Lindy’ Flight 


Dedication of a bronze piaque on 
Roosevelt field, L.I.,, commemorating 
Charles Lindbergh’s historic flight to 
Paris in 1927 highlighted the national 
convention of Woodmen of the World, 
Omaha, in New York City this week. 
More than 800 persons attended. 

Lt. Gen. Albert C. Wedemeyer, for- 
mer deputy chief of staff and far east 
ambassador, was principal speaker at 
the dedication. E. E. Howell, Wood- 
men boys’ national activities director, 
was marshal of the tour to the airfield. 

Following the ceremonies’ which 
Howard M. Lundgren, Woodmen pres- 
ident, presided at, the Woodmen went 
on a Manhatten island boat excur- 
sion. 

Keynote speaker at the opening 
business session Monday was Chair- 
man E. D. Rivers, former governor of 
Georgia. Field Manager T. E. Newton 
presided at a meeting of more than 
125 prize-winning field men and 38 
state managers. Vice-president John 
N. Cochran presided at the initiation 
of junior and adult classes, and offi- 





cers and the uniform rank company 
of Omaha-Seymour camp No. 16 con- 
ducted the protection degree rites. 

Officers made their reports and M. 
E. Kilpatrick, state manager of Ala- 
bama, spoke at the Tuesday morning 4 
session. The national fraternal com- 
mittee, of which Sen. Hruska of Ne- 
braska is a member, met in the after- 
noon. 


Maccabees Annual Report 
Wins Award for 5th Year 


Maccabees has won a merit award 
for the fifth consecutive year for its 
annual report. It was awarded to the 
society by the Financial World in the 
5,000 annual reports surveyed for the 
competition. 

The report was judged from the 
standpoint of content, typography and 
format, and _ special emphasis was 
placed on the reports fulfillment of a 
dual purpose by appealing to both the 
genrral and professional reader. 

The prize-winning report of Mac- 
cabees was developed by the public 
relations department. Both the pictorial 
and editorial work on the report was 
coordinated by D. A. Talucci, public 
relations director. 


Barrett Succeeds Brown 
at Helm of W. O. W., Denver 


Alan Brown, president of Woodmen 
of the World, Denver, has resigned, 
acting on the advice of his physician, 
and has been succeeded by Arthur J. 
Barrett Jr., who was unanimously 
elected by the W.O.W. board to fill the 
“expired term of Mr. Brown, who has 
been in ill health for some time. Mr. 
Barrett has been active in fraternalism 
for 25 years and since 1956 has been 
general counsel of Woodmen of the 
World at Denver. Mr. Barrett also is 
president of the state fraternal con- 
gress section of National Fraternal 
Congress. 


JOHN W. MCBRIDE, 61, former 
state manager at Lisbon, N.D., for 
Modern Woodmen, died in Sioux Falls, 
S.D. 


ne nee era 





LIFE — AGENCY 


Unusual selection Agency Positions avail- 
able all areas country, Home/Branch/ 
District Managerial levels. Write for ob- 
jective information about our service—no 
obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
330 S. Wells St. Chicago 6, Il. 
HArrison 7-9040 











DEPARTMENT POSITIONS | | 


$7,500 — $15.000 
Midwest District Sales Mar. $15.000 
East A &H Training Dir. 12.000 
W. Coast Home Office Dir. 12.000 
East Home Office Dir. 12.000 
Midwest Home Office Asst. 10.000 ] 
South Sales Director 10.900 | | 
Chicago Asst-Life Train Dir. 8.500 1 
W. Coast Branch Manager 8.000 
Rocky Mt. Agency Secretary 7.500 
W. Coast Agency Secretary 7,500 
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activity of the field forces of big ‘in- 
dustrial life insurance companies’ dis- 
torts the industry-wide figures on or- 
dinary business. Nevertheless, a num- 
per of our more natural competitors 
in the ordinary field have in recent 
years been growing faster, not in dol- 
Jars, but in rate of increase than we 
have. The reasons are to be found in 
three categories: 

(1) New or more numerous sales 
devices 

(2) Increase in agency outlets 

(3) Deliberate and planned North- 
western policy 

“In the first category are such 
things as military risks, bank loan in- 
surance acceptance of jumbo risks, 
much of which is reinsured, non-med- 
ical business, guaranteed issue, great- 
er volume of brokerage, special con- 
tracts offered to larger buyers, and 
emphasis upon package or policy sales. 
We have carefully limited our own 
expansion in these years to the classi- 
fied business, the lowering of the age 
limit and the introduction of the QES 
(Quantity Earned Savings) principle. 

“In the second category, that of ex- 
panded outlets, we have again been 
conspicuously more conservative than 
many others. A study of industrywide 
distribution clearly shows that we 
have been getting a relatively lesser 
share in certain large urban areas and 
in certain rapidly growing portions of 
the country, such as the southwest and 
the west, where many other compa- 
nies have been aggressively stepping 
up their outlets. 

a e e 

“Why is this the case? Fundamen- 
tally, of course, it is the reflection of 
a determined policy. The question of 
increasing size in mutual life insur- 
ance involves a very delicate balance 
as to who benefits and when. I do not 


have to explain to you the basic prin- 
ciples of life insurance accounting un- 
der which all new business must be 
financed by borrowing against sur- 
plus and amortized over a period of 
years. Thus, a rapid expansion, which 
might be justifiable in long-term re- 
sults, can be unfavorable in its reper- 
cussions on_ present policyholders. 
Money borrowed from surplus will ul- 
timately be repaid, but it is not avail- 
able for current distribution in the 
form of dividends. That basic consid- 
eration, plus other important points 
having to do with the quality of the 
business so secured, is the underlying 
reason why you have never seen the 
Northwestern engage in a _ headlong 
race for volume. 

“There are, on the other hand, very 
definite advantages in a_ reasonable 
expansion. We all like to be a part of 
a winning team. We all feel an obliga- 
tion to serve an increasing number of 
our kind of public. And to a point 
there are some financial benefits in 
being larger, although I doubt that is 
as important for this company to date 
as is the responsibility to provide na- 
tionwide service to a highly mobile 
population. We, however, decided some 
years ago to give priority for available 
extra dollars in the postwar decade, 
not to field expansion, but to North- 
western’s all time number one consid- 
eration—the cost and quality of its 
product. We believed seriously that the 
present policyholder who was the vic- 
tim of controlled and lower interest 
rates and the reserve strengthening 
required as a result should not at the 
same time be assessed the cost of an 
expansion of sales activity. We have 
sharpened our tools. We have initiated 
classified, we have reformed the pol- 
icy contract, we have pioneered the 
QES gradation program, we have some 





Life Insurance? 


Future”’ 


future a success. 


write to: 


1301 Speer Bivd. 


to Sales Manager at the above address. 





... or are you still using inefficient, old fashioned sales methods to sell 


Are You Jn This Picture ? 





If so, you owe it to yourself to investigate Mr. Sales Master, the new, 
modern and easy way fo sell life insurance. 

MR. SALES MASTER, today’s most advanced audio-visual unit, is com- 
bined with the hard-hitting professional narration ‘Planning your Financial 
. . . giving you the optimum in “sight and sound”’ selling. 

Easily set up on office desk (see above) or kitchen table, Mr. Sales 
Master compels full attention to your sales message every time and all 
questions are answered before they are asked eliminating time wasting 
interruptions. You can make more calls and more closings each day with 
your million-dollar assistant. Mr. Sales Master can make your financial 


For complete information on the ‘‘Modern Way”’ to sell Life Insurance 


SALES MASTER CORP. 


Denver 4, Colorado 


Territorial Field Representatives needed for several areas still open nationwide. Write 








significant readjustments in the com- 
pany’s investment portfolio and_ have 
erased one-half of the drop in average 
rate earned. 

“We have never had any interest in 
making the Northwestern the largest 
company. Following the strains and 
distortion of the last quarter century, 
we have thought it desirable to make 
it stay the best company. We now be- 
lieve the time is proper to round out 
and balance our growth. Following 
discussions with the full board and 
its executive committee, the trustees 
have authorized a program of moder- 
ate expansion under which the North- 
western will, we hope by the year end, 
establish two agencies in Florida and 
make a start in Texas. Our Florida 
license was received July 10.” 

Following Mr. Fitzgerald’s talk, 
Grant L. Hill, vice-president and di- 
rector of agencies, saluted the “100th 
anniversary stars,’ (the production 
leaders). He reported that the agents 
year ending May 31 resulted in a 15% 
increase in production, setting a new 
record of $740,578,000 of paid produc- 
tion for the year, representing an in- 
crease of $96,190,000 over the previous 
high. 


In addition to the annual awards 
made by Northwestern’s Assn. of 
Agents, centennial achievement 
plaques were awarded this year to 
744 qualifiers in four classifications: 
$1 million or more of business; 100 or 
more lives; $500,000 or more of busi- 
ness, and 57 or more lives. 

Under the Assn. of Agents system 
of honors, 106 agents had sales of 
over $1 million, and 312 over $500,000. 
A total of 1,348 agents qualified for 
the five top production clubs of the as- 
sociation. 

For the fourth successive year, J. 
N. Meeks, Columbus, O., qualified for 
the honor of leader in gross volume 
with sales totaling $4,834,000. Other 
agents in the top 10 of this class were 
Clyde Fuller, Milwaukee; L. T. Stearn, 
Minneapolis; H. B. Ruhl, Detroit; A. 
C. Finkbiner Jr., Philadelphia; Sidney 
Weisman, Detroit; A. E. Gillman, Bal- 
timore; Alden H. Smith, Nashville; C. 
A. Seys, Grand Rapids, and C. M. Ohl, 
Toledo. 

John O. Todd, Chicago, was the lead- 
er in the net volume class with $3,- 
870,749 of paid business, which ex- 
cludes all production credit for em- 

(CONTINUED ON NEXT PAGE) 











EVEN TODAY... 


Only ONE MAN in 1000... 


KNOWS THE INVESTMENT PROFIT POTENTIAL OF 


LIFE INSURANCE STOCKS 


FOR EXAMPLE...DO YOU KNOW THAT:— 


$ Aetna Life 
- 000 Conn. General 
VE Continental 
ON Lincoln Nat'l 
JAN. 1, 1943 Southland Life 
IN THE Travelers 
SHARES OF / West Coast Life 


$14,280.00 
42,620.00 
50,400.00 
62,060.00 
22,560.00 
10,120.00 
46,280.00 


is now worth 
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We have prepared a NINTH and REVISED EDITION 
of our Special Bulletin entitled 


12 REASONS FOR INVESTING IN LIFE INSURANCE STOCKS 


which contains specific suggestions on stocks 
which we believe are attractive for investment today. 





A copy of this bulletin will be mailed for $1.00. 


Please use coupon below. 


J. H. GODDARD & CO., INC. 


ESTABLISHED 1925 
Members Boston Stock Exchange 
85 DEVONSHIRE STREET, BOSTON 9, MASS. 


J.H. GODDARD & CO., INC. 


85 Devonshire Street, Boston 9, Mass. 


Please mail a copy of your 9th and Revised Edition of Special Bulletin 
on Life Insurance Stocks. Enclosed is $1.00. 


Name... 


(Please print) 
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WANT ADS 








Rates—$28 per isch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
ioeh. Deaétine 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to nrake payment in advance. 
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Exceptional 


GROUP SALES OPPORTUNITY 


in Chicago 


e@ Are you a top-flight group insurance salesman with a consistent 


’ record of results? 


@ Do you have from five to ten years or more group sales experience? 


e@ Are you accustomed to working closely with brokers? 


If your answer to each of these questions is, “yes”, and you are in 


excellent health and not over 38 years old, this may be a once-in-a- 


lifetime opportunity for you. 


We are a leading multiple line stock company with over two 


billion dollars life insurance in force. Group insurance is a principal 


business with us, not a side line. 


If you now live in the Chicago area, or believe that you would like 


to, please write us in complete confidence outlining your education, 


total business experience, and family status. Please include a small 


photograph of yourself which will be returned to you. If you prefer 


to have replies sent to your home address, please so indicate. This 


position calls for a well rounded man and the salary will be in 


keeping with your background and experience. 


Write Box V-81, 
The National Underwriter 


175 W. Jackson Bivd. 


Chicago 4, Illinois 


(CONTINUED FROM PRECEDING PAGE) 
ploye trust business. The runners-up 
were: F. A. Morse, South Bend; H. K. 
Schuetter, Appleton, Wis.; Royall R. 
Brown, Winston-Salem, N. C.; F. D. 
Leete Jr., Indianapolis; C. E. P. Crau- 
er, Poughkeepsie, N.Y.; R. G. Littell, 
Seattle; D. T. P. Steele, Dubuque, Ia.; 
A. A. Simpler Jr., Wilmington, Del., 
and Edward Russo, Baltimore. 

The leader in lives is H. Roger Willis, 
Oakland, Cal., who insured a net to- 
tal of 207 lives for $1,361,000. He be- 
comes president of the 1957 Marathon 
club which is composed of agents writ- 
ing 100 or more net lives during the 
past agents’ year. This year there were 

















AGENCY 
MANAGEMENT 
OPPORTUNITY 


Large, progressive Califorria life company 
selling all forms of Ordinary and Group 
life and A & H is seeking manager for 
established agency in Los Angeles area 
now producing in excess of $2-million an- 
nually. This company ranks among the top 
ten in California sales. 

The man we are seeking for this unusual 
opportunity must have a record of at 
least two years of successful agency build- 
ing as assistant manager or manager. A 
guaranteed five-figure income will be of- 
fered the man who can qualify. Contract 
includes liberal Group and retirement 
benefits. 


Please provide complete information. Your 
reply will be held in strictest confidence 
and will be acknowledged. Our present or- 
ganization knows of this advertisement. 


WRITE BOX NO. V-82 
THE NATIONAL UNDERWRITER 
175 W. Jackson Blvd. 

Chicago 4, Illinois 














AVAILABLE 
OUTHERN U. S. A. 
REGIONAL FIELD AGENCIES DIRECTOR 
Broad experience with top company as Asst. 
Supt. of Agencies. Under 40. Consider change 
only to challenging opportunity. Write confiden- 


tially to Box V-74, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Illinois. 





, POSITION DESIRED 
With company in Hartford area in supervisory 
or recruiting and training capacity. Excellent 
record includes personal production and gen- 
eral agency affiliation. Highest references. 
Personal reasons make new connection desir- 


able. Address Box V-84 c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





A&S ACTUARY 


Major Multiple Line Company seeks 
Actuary to organize and develop 
an A & S Department. Thorough 
knowledge of Policy and Office 
Procedure required. Submit resume 
and salary requirements in confi- 
dence to: Box V-65, c/o The Na- 
tional Underwriter Co., 175 W. 





Jackson Blvd., Chicago 4, Ill. 











UNUSUALLY ATTRACTIVE HOME OFFICE AGENCY DEPARTMENT 
POSITION AVAILABLE FOR THE RIGHT MAN 


A billion-and-one-half dollar, midwestern, general agency life company, writing ordinary only, is 
actively seeking the services of a man in the 35 to 40 year age bracket, to fill a challenging and 
highly important position as a member of its Agency Department staff. 

The man being sought should have a soundly based record in life insurance sales and field man- 
agement work. He should be presently employed in the home office of a life insurance company or in 
agency management and consider this opportunity as a final and permanent move offering oppor- 
tunities for service, self-expression, and advancement not inherent in his present post. 

The position to be filled will be of an executive and administrative nature. Immediate responsi- 
bilities will include direct supervision of general agents in fields of recruiting, training, supervision, 
and over-all general agency operations. Related activities will include correspondence having to do 
with the development of manpower, sales procedures, and comparable activities. 

Send complete resume life and life insurance career and photograph in strict confidence to Box 
No. V-79, c/o The National Underwriter Company, 175 West Jackson Boulevard, Chicago 4, Illinois. 








36 Marathonians, an increase from 15 © 


over the previous record. 
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| largest 


A total of 292 agents earned mem-i 


bership in the 50-or-more lives club, 

Special honors are awarded annu- 
ally to the leaders in five production 
clubs who show the best percentage 
of their largest gross volume in the 
preceding three years, and the largest 
number of net lives written. The win- 
ners this year are the following: 

Million Dollar club: F. A. Morse, 
South Bend, Ind., with a ratio of 336%, 
and R. G. Littell, Seattle, with 16) 
lives. Three-Quarter Million club: (, 
M. Davis, Chicago, 262%, and J. K, 
Roberts, Fond du Lac, Wis., 114 lives, 
Half Million club: V. G. Stoia, Aber- 
deen, S.D., 368%, and E. C. Dehro, 
Pasadena, Cal., 103 lives. Quarter Mil- 
lion club: B. C. Davis, Phoenix, Ariz, 
220%, and D. H. Lienemann, Papillion, 
Neb., 108 lives. One Huné@red Fifty 
Thousand club: W. J. Mack, Cincin- 
nati, 116%, and G. D. Palmer, York- 
ville, Ill., 57 lives. 

The association has three classifica- * 
tions in the new agents group for 
bronze, silver and gold button awards, 
Heading the gold section is Robert L. 
Reed, Cedar Rapids, Ia., with sales of 
$1,262,000, who also had the greatest 
percentage of increase over his pre- 
vious silver button production by 215%. 
In the silver section, Paul H. Berger, 
Chicago, is the leading agent with 
sales of $1,015,000, and M. C. Daly, 





TOP AGENCY BUILDER 
SEEKING AGGRESSIVE COMPANY 


1. Multi-Million Dollar Producer in Per- 
sonal Production. 

2. Unequalled Record in Agency work and 
Recruiting. 

3. Under 30 Years of Age. 

4. Seeks Opportunity to Build and Moti- 
vate Agency in One or More Southern 
States. 

Address Box V-77, c/o The National Un- 

derwriter Co., 175 W. Jackson Blvd., Chi- 

cago 4, Ill. 











ACTUARIAL 
CAREER JOB OPENING— 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box V-75, c/o The No- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





ACTUARIAL STUDENTS WANTED 


Actuarial Students to join Actuarial Staff 
of a large, thriving, mid-west Life, Group, 
and Individual Accident and Sickness 
Company with wide open opportunities. 
Liberal salary scale and welfare benefit 
program. Study time granted. Students 
studying for some part of associateship 
examinations preferred. Write Box V-59, 
c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill., stating 
qualifications and experience. 








ACTUARY WANTED 
As Vice President and Senior Actuary of 
an Old established Consulting Firm. In 
a City of 600,000 in Central Location, 
with three Branch Offices. Firm is fully 
equipped with |.B.M. with capable opera- 
tors. Give full background, prefer F.S.A. 
Unusual opportunity for right man. All 
replies will be kept confidential. Address 
Box V-66, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











i ach Ri iota mises 


ton pr 
agents 
ing pr‘ 
cago, | 
runner 
Luray, 
$639,1( 
Othe 
three-c 
genera 
achiev‘ 
S. H 
pleton, 
genera 
ed an! 
point 
that | 
growth 
The K 
out of 
in the 
Huber, 
On t 
ing the 
Phelps, 
agents 
& Roe 
$21,789 
In tl 
district 
Sibley, 
second 
of 8.4 
points. 
Northw 
wide c 
year tc 
organiz 
district 
Dean NV 
City, I 
trict ag 
ford, \ 


ena 


fF 

















ly 26, 1957 





ise from 15 © 
' Jargest increase over his bronze but- 


7 


rned mem-i 


lives club, 
‘ded annu- 
production 
percentage 
ime in the 
the largest 
. The win- 
ing: 
A. Morse, 
io of 336%, 
with 16] 
n club: C, 
and J. K, 
, 114 lives, 
‘oia, Aber- 
C. Dehro, 
larter Mil- 
nix, Ariz, 
, Papillion, 
jred Fifty 
k, Cincin- 
1er, York- 


classifica- * 











July 26, 1957 


LIFE INSURANCE EDITION 


15 











Wisconsin Rapids, Wis., shows the 
ton production with 391%. Of the 176 
agents in the bronze section, the lead- 
ing producer is David R. Hilton, Chi- 
cago, with $640,500 in sales, and the 
runner-up is John A. O’Leary Jr., 
Luray, Kan., with a production of 
$639,108. 

Other awards made during the 
three-day agents meeting included the 
general agency and district agency 
achievement cups. 

S. H. Koch, general agent at Ap- 
pleton, Wis., was the winner of the 
general agency cup. The cup is award- 
ed annually on the basis of graded 
point system involving nine factors 
that balance conservation, agency 
growth and manpower development. 
The Koch agency scored 1,177 points 
out of a possible 1,350. The runner-up 
in the cup competition was Vern W. 
Huber, Oshkosh, Wis. 

On the basis of volume of sales dur- 
ing the past agents’ year, Jamison and 
Phelps, Chicago, lead all 91 general 






































group for agents with $22,775,000, with Stumm 
mM awards, & Roeder, Aurora, IIl., second with 
Robert L. _—_ $21,789,000. 
h sales of In the annual competition for the 
e greatest district agency cup, J. E. Ellerbroek, 
* his pre- Sibley, Ia., was the winner for the 
1 by 215%. second consecutive year with a score 
H. Berger, of 8.4 points out of a possible 10 
sent with points. The 236 district agencies of the 
C. Daly, Northwestern Mutual are in nation- 
wide competition during the agents’ 
year to score points awarded on five 
organizational factors. The Ellerbroek 
district agency is associated with the 
PANY Dean M. Kerl general agency of Sioux 
r in Per- City, Ia. The runner-cp for the dis- 
trict agency cup was F. L. Pike, Ox- 
work and ford, Wis., also repeating from last 
' ZA Are Youa 
ind Moti- fF 
Southern G 
u 
ional Un- ree 
sIvd., Chi- 
= ancer 
m 9 
year old 
any. Age @ 
n with at 
has com- 
ing to do : 
‘ision and . one of those versatile, 
f an ex- rugged individualists who is 
The — frankly in this business for the 
- Jackson money? 
Then we want YOU 
... and, when you learn about our 
astonishing new ‘'4-Star Contract”... 
NTED You'll want US! 
rial Staff Write (strictly confidential) to 
», Group, Evans M. Jacobson, Supt. of Agents 
Sickness ‘ - 
tunities. 
woe | | Mutual Savings Life 
Students Bey: 
ciateship Opportunities in 
jox V-59, Arkansas, indiana, 
Co., 175 lowa, Kentucky, 
Bee Mississippi, 
. stating Missouri, Ohio. St. Louis 12, Mo. 
> a td] 
weve |i] Oervice Guide 
Firm. In | | 
Location, 
is fully 
e opera- | — Ralph B. Leonard & Company, Inc. 
er F.S.A. | | | 25 Broad Street New York 4, N.Y. 
man. All | | 
Address | | Telephone Digby 4-7485 
aly ig i “Broker-Dealers in Insurance Stock’’ 
Tea Et Life — Fire — Casualty 














year. He is associated with the Huber 
general agency of Oshkosh. 

Leading the Top 20 club of district 
agencies for the past year in sales 
volume was R. E. Castelo, Champaign, 
Ill., with $4,404,000. Second in volume 
was D. W. Dygert, Fort Wayne, with 
$3,613,000. 

Monday morning’s program at the 
Riverside theater was concluded by 
F. R. Olsen, general agent at Min- 
neapolis, who gave a rousing talk on 
“This Is Our Northwestern.” 

There was a friendship luncheon 
Monday for agents attending their first 
annual meeting. It was addressed by 
Joe Thompson Jr., Nashville, whose 
topic was “The Second Century Be- 
longs to You.” 

While the second century of North- 
western Mutual “belongs to you,” the 
younger agents, from a sales stand- 
point the second century “is up to 
you,” Mr. Thompson said. 

He also reminded the younger agents 
that in Northwestern they have a run- 
ning start to a “superlative future.” 

“Almost one out of every two North- 
western agents qualifies for the na- 
tional quality award for lasting bus- 
iness in good volume,” he said. “About 
one out of six agents has the CLU 
degree, probably the largest percen- 
tage in the insurance world. And, one 
out of every 9.6 is a member of the 
Million Dollar Round Table, certainly 
tops in the country.” 

Because of the hugh turnout of 
agents at this year’s centennial meet- 
ing, Monday afternoon’s group discus- 
sions and demonstrations were held in 
split sessions—one in Milwaukee’s new 
and modernistic lake-front War Mem- 
orial building and the other in the re- 
cently-remodeled and air-conditioned 
home office auditorium. The same ses- 
sions were repeated Tuesday afternoon 
so that all had an opportunity to at- 
tend both programs. 

Charles E. Rosch, Baltimore, was 
the chairman for the Monday sessions 
in the War Memorial building; William 
C. Roeder, general agent at Aurora, 
Ill., was the Tuesday chairman. 

Participants in the sessions at the 
War Memorial building, and their sub- 
jects, were: 

Raymond J. Dolwock, general agent, 
Cleveland, and Robert A. Files, Cleve- 
land, “Time Control Cools Hot Door- 
knobs;” H. M. Wammack Jr., Los An- 
geles, “Insured Savings Warms Cool 
Prospects;” Ronald E. Schermacher, 
Milwaukee, “Double Your Income 
With Planned Incomes,’ and Roe 
Walker, general agent, Cincinnati, 
“Planned Incomes for People.” 

Stanley S. Trotman, New Haven, 
was chairman for the Monday after- 
noon sessions in the home office audi- 
torium. Dennis E. McTigue, Fort 
Dodge, was Tuesday afternoon chair- 
man. 

Participants in the sessions at the 
home office, and their subjects, were: 

Richard S. Haggman, director of ad- 
vertising, “Our New Look;” Dr. Gam- 
ber F. Tegtmeyer, medical director, 
and Dr. Arthur R. Zintek and Dr. Jack 
A. End, assistant medical directors, 
“The Case of the Classified Client,” 
and Donald C. Slichter, vice-president 
and trustee, “Financing the Future.” 

John O. Todd, Chicago, was chair- 
man for the Tuesday morning session 
at the Riverside theater. There were 
three featured speakers at this session. 
Miss Catherine B. Cleary, vice-presi- 
dent of First Wisconsin Trust Co. 
and a trustee of Northwestern Mu- 
tual, spoke on “Estates—With and 
Without.” A. J. Ostheimer, Philadel- 
phia, talked about “Advanced Under- 
writing Fundamentals.” Arthur Se- 
cord, director of community service 


and professor of speech, Brooklyn col- 
lege, discussed the subject, “Except in 
the Form of Bread.” 

Clifford A. Seys, Grand Rapids, was 
chairman for the Tuesday luncheon 
and business meeting of CLUs at the 
Elks club. The speaker was Nathaniel 
H. Seefurth, Chicago. 


John R. Mage, general agent, Los 
Angeles, was chairman of the Wednes- 
day morning meeting at the theater. 

At that meeting, “Northwestern Leg- 
acies” was dicussed by three mem- 
bers of the Finkbiner Co. general 


agency, Philadelphia: A. C. F. Fink- 
(CONTINUED ON NEXT PAGE) 















Lovat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 


Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings tor 


qualified General Agents in selected areas. 
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CALIFORNIA 


IND. & NEB. 





COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 





MISSOURI 




















William-Oliver Bldg. Atlanta 

JAckson 3-7771 
GA. VA.-N.Y. 
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ILLINOIS 





CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 








Harry S. Tressel & Associates 
Consulting Actuaries 


10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.I.A. Irma Kramer 


M. Wolfman, F.S.A. Wm. P. Kelly 
N. A. Moscovitch, F.S.A. D. W. Sneed 
A. E. Selwood 


FRanklin 2-4020 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











NEW YORK 





Consulting Actuaries 

Auditors and Accountants 

Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 











PENNSYLVANIA 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 
Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 











WASHINGTON & 
CALIFORNIA 





CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Milliman & Robertson 


Consulting Actuaries 


400 Montgomery St. 


914 Second Ave. 
San Francisco 4, Calif. 


Seattle 4, Wash. 
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MEMO TO LIFE COMPANIES: 
When 


Foundation Life Insurance 
Service Company 


Box 321, Northside Station Atlanta 5, Georgia 





Does your premium and general accounting 
Audits and pays your bills 

Mails your premium notices 

Issues your policies 


Processes your applications 


OPERATIONAL EXPENSE 
WILL DECREASE - 
PROFITS WILL INCREASE- 


\ 
U 


Write for complete information NOW! 


| 
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a Worthwhile and Tewarding Cancer 


Woodmen of the World offers 
the most liberal contract 

available, anywhere! Unusually high commissions, competitive 

plans, training, sales aids 

zation, life, disability and 

retirement benefits for representatives 


and families 






Woodmen representatives who qualify re- 
ceive free these greatly liberalized benefits: 
Retirement Pay . . Life and Disability 
protection . . . Major Medical Expense cover- 







age for representative and his family . . . 
Hospitalization coverage for representative 
and his family. 






For full details, write: 


T. E. Newton, Field Manager, 
Dept. 7-WNU, 

Woodmen of the World, 
Insurance Building, 

Omaha, Nebraska 


Unlimited Free Treatment for Pulmonary Tuberculoms 


WOODMEN :.. WORLD 


LIFE INSURANCE SOCIETY 


Home Office: 1708 Fornom Street 
Omaha 2, Nebraska 


World s Financially Strongest Fraternal Benefit Society 
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biner, and A. C. F. Finkbiner Jr., gen- 
eral agents, and David McCahan Jr. 

Also on Wednesday morning, “Our 
Second Century Heritage’ was re- 
viewed by three veteran general 
agents: Richard J. Shipley, San Fran- 
cisco; Herbert L. Cramer, South Bend, 
Ind., and Glenn B. Dorr, Hartford. 

The annual meeting closed with a 
talk, “Futures Unlimited,” by Grant 
L. Hill. 

An imaginative forecast for future 
financing was made by Mr. Slichter 
in his talk. He admitted to having 
taunted gas buggy owners with jibes 
like “why don’t you get a horse,” only 
to see his confidence in the perma- 
nence of horses be shattered by the 
dynamic automobile. 

“You see, I completely underesti- 
mated Henry Ford’s ability to create 
a car that was within the reach of 
millions of families,” he said. The 
horse, he added, has since been rele- 
gated to bookies and jockies, and the 
gas buggy has revolutionized every day 
living habits, causing greater changes 
in our daily lives than almost any 
other single force in the past 50 years. 

Although he was speaking on in- 
surance investments, Mr. Slichter said 
he was using the automobile as an 
example because its development il- 
lustrated the risks and hazards of long 
range prediction and it depicted the 
tremendous vigor of American econ- 
omy. 

“At times I think we display almost 
a national fetish for change simply for 
the sake of change alone,” he de- 
clared, adding, however, that this 
viewpoint was fundamentally sane and 
sound because “change in our type of 
economy springs from the competitive 
desire to improve process or product 
or reduce cost.” 

In order for these changes to be 
brought about, capital to provide 
buildings, tools and equipment is re- 
quired. Supplying this capital has been 
a Northwestern Mutual activity for 
100 years, he said. 

Mr. Slichter said the outlook for 
new investment opportunities is ex- 
cellent, citing the research efforts be- 
ing made at colleges and laboratories 
of big industrial concerns for the ul- 
timate purpose of producing change. 
The growth in research expenditures 
for non-military purposes has zoomed 
from $200 million in 1930 to $6 billion 
today and within the next several 
years will exceed $9 billion. ‘This 
means that a tremendous force for 
change in future years is rapidly be- 
ing built up. These efforts will un- 
questionably produce amazing results.” 

Although he didn’t foresee any trips 
to the moon, he told his listeners not 
to forget that “I was one of those con- 
servative fellows who once _ yelled, 
‘Why dcn’t you get a horse?’” He said 
that forty years before the Wright 
brothers got their rickety bi-plane off 
the ground, Northwestern had official- 
ly rejected applications on all “aerial 
voyages,” and he said he assumed 
Northwestern underwriters “could 
soon go into a huddle and give careful 
consideration to the risks of inter- 
planet travel.” 

Mr. Slichter predicted :that the next 
five years would be years of strong 
capital expansion, accounting for high- 
er personal incomes and good yielding 
investments available to the mortgage 
and bond departments. He pointed out 
that interest return obtained on both 
mortgage and bond holdings has risen 
from an all time low of 3.01% in 1947 
to 3.77% last year and would reach 
3.87% or higher by the end of this 
year. 

“People must save today to achieve 
a better tomorrow,” he declared. “Your 


industry and mine is the greatest sin- 
gle source of capital in this country 
because it has enrolled over 104 mil- 
lion savers. Savings and investment 
go hand in hand and savings through 
life insurance aid both the individual 
and his economic progress and oppor- 
tunity as well.” 

Mr. Wammack, a personable speaker 
from Los Angeles, in his discussion of 
“Insurance Savings Warms Cool Pros- 
pects,” said that he was convinced an 
agent can sell all the insurance he 
wants just by using the insured sav- 
ings plan. “It’s permanent coverage 
and you will make money while your 
client will be saving money as he 
should be. It’s a way for the newer 
agent to get rolling in a hurry and 
opens a new avenue for the older 
agent.” 

Mr. Haggman discussed the charac- 
ter, practicality, and freshness of 
Northwestern’s “new look” in sales 
promotion and advertising. He ex- 
plained that the characteristic princi- 
ple is one of emphasis without exag- 
geration, of quiet forcefulness that 
makes common sense and dignity an 
elemental requirement of everything 
Northwestern Mutual does. 

Three Northwestern agents’ groups— 
separate and distinct from Assn. of 
Agents—elected their officers for the 
coming year on Sunday afternoon, the 
day before the formal opening of the 
meeting of the association. 

These groups are the Special Agents 
Assn., District Agents Assn., and Gen- 
eral Agents Assn. The special agents 
elected Ben S. McGiveran, Milwaukee, 
president, succeeding Leight T. Pretty- 
man, Muskegon, Mich.; Lewis T. 
Stearn, Minneapolis, 1st vice-president; 
Edward Russo, Baltimore, 2nd vice- 
president; Raymond E. Williams, Rich- 
mond, Va., secretary-treasurer, and 
Robert A. Files, Cleveland, and John 
P. Propis, Buffalo, executive commit- 
teemen. 

The district agents elected Charles 
K. Zug, Bethlehem, Pa., president, suc- 
ceeding John H. Vance, Canton, O.; 
Merrill Garcelon, Memphis, lst vice- 
president; Allen F. Moore, Ottawa, IIl., 
2nd vice-president; William K. Pierce, 
Elgin, Ill., secretary-treasurer, and J. 
Kenneth Roberts, Fond Du Lac, Wis. 
Francis B. Donovan, Peterborough, 
N. H., and M. Luther Hahs, Cape Gir- 
ardeau, Mo., regional directors. 

Lawrence J. Evans, Portland, Ore., 
was elected president of the General 
Agents Assn., succeeding Willard L. 
Momsen, Milwaukee. Other officers 
elected were Howard D. Goldman, 
Richmond, Va.; president-elect; Frank 
R. Horner, Madison, 1st vice-president; 
Francis R. Olsen, Minneapolis, 2nd 
vice-president; William C. Roeder, Au- 
rora, Ill., secretary-treasurer, and J. 
Lowell Craig, Milwaukee, John M. 
Law, Atlanta, and Robert W. Stockton, 
San Diego, executive committee mem- 
bers. 
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rewarding 


professional 
future ! 


By training to become a CHARTERED LIFE UNDERWRITER 


now, you can gain prestige, render more valuable service, 


muitiply your opportunities to increase earnings! 


Keeping pace with ever-changing devel- 
opments in life insurance is vital to the 
success of any life underwriter. That’s why 
each year more and more ambitious and 
conscientious people are enrolling in study 
programs offered by the American College 
of Life Underwriters—programs which can 
lead to the designation of Chartered Life 
Underwriter. 

The knowledge, prestige and experience 


New York Life 


Insurance Company 
oop 
A MUTUAL COMPANY (N liz ) FOUNDED IN 1845 


Life Insurance * Group Insurance 


Accident & Sickness Insurance * Employee Pension Plans 


gained from successful completion of such 
study programs are known to increase agents’ 
business substantially. And aside from the 
reassuring sense of self-confidence a man 
gains, there is the actual improvement in 
status which can result. 

Why not open the door to a more success- 
ful future by starting to earn your own CLU 
key? Begin your preparation now for the 
June, 1958 examinations. 
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What do giraffes 
have to do with 
high blood pressure? 


N ITS SEARCH for more knowledge about baffling dis- 
I eases, medical science takes some strange turns. For 
example, doctors have gone to Africa to study the 
blood pressure of giraffes. 


They found that it takes an unusually high pressure 
to pump blood from the giraffe’s heart to his brain—a 
distance of some 14 to 15 feet. Yet, its heart and blood 
vessels are not under strain. 


Doctors are trying to learn more about how this is 
accomplished for it could shed new light on the disorder 
affecting an estimated 6 million Americans—high blood 
pressure or hypertension. 


Fortunately, most cases of hypertension can be helped 
by proper treatment. In fact, it can often be controlled 
simply by relieving day-to-day emotional stresses which 
push blood pressure up and tend to keep it excessively 
elevated. 


If you have hypertension, your doctor may suggest a 
way of life especially adapted to your needs. Among 
other things, he will probably recommend plenty of rest 
and weight control. The latter is important in treating, 
and possibly preventing, hypertension. In fact, hyperten- 
sion is four times as common in overweight men as in 
those who are underweight. 


If changes in living habits do not control this disorder, 
then other treatments . . . including medicines, special 
diets or surgery . . . may be used. 


Hypertension is more easily controlled when discov- 
ered early. So, everyone should have periodic health 
examinations. Those who have reached middle age, are 
overweight, or whose parents or close relatives had ele- 
vated blood pressure should be especially watchful. 


When hypertension is diagnosed, a patient should 
continue to see the doctor regularly. Then possible com- 
plications can be prevented, postponed or, if they occur, 
treated promptly. 
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COPYRIGHT 1957—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


i MADISON AVENUE, NEW YorkK 10, N. Y. 







This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 






















